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Much Refunding 
Expected in Fall 


Borrowers Planning to Take Full 
Advantage of Cheap Money 
at Present 


SECOND TIME FOR SOME 


'Many Corporations, Waiting for Bot- 
tom Rates, Feel Time Has 
Come to Act 


NEW YORK, Sept. 10.—Refunding 
operations on a more intensive scale 
than ever before are expected this fall. 
Ever since interest rates on high grade 
bonds started declining, large corpora- 
tions which realized the strength of 
their credit standing have been calling 
their bonds, paying the stipulated pre- 
' miums for doing so, and refunding at a 
lower rate of interest. 

The saving has been tremendous, but 
there has of course been a correspond- 
ing loss to the institutions lending the 
money. However, high grade securities 
have been so scarce that large lenders 
like life companies and savings banks 
_ were forced to take whatever return 
they could get on their money. Many 
of the refunding operations were con- 
ducted on a yield comparable with 
government bonds, taking the tax-ex- 
+ empt angle into consideration. 


Waiting for the Bottom 


This fall a large share of the cor- 
porations which have the privilege of 
calling its bonds is expected to take ad- 
vantage of the low interest rates now 
prevailing. Some borrowers have pre- 
viously held off because they were not 
sufficiently sure of their own credit 
Standing to be certain of saving an ap- 
preciable amount by refunding. Others 
have withheld action until they felt the 
level of interest rates on their type of 
securities was at its bottom. 

While interest rates on high grade 
securities may go somewhat lower, par- 
ticularly if the federal government con- 
tinues its present fiscal policy without 
moderation, there is a general feeling 
that if the absolute bottom has not been 
reached in interest rates, a sufficiently 
low point has been arrived at so that 
refunding operations should no longer 
be delayed. 

Some Expense in Refunding 


It is of course possible to refund 
bonds again if the market should go 
considerably lower, but there is a cer- 
tain amount of expense in a refunding 
operation, and in addition, the necessity 
ot paying a premium to the bondholders 
whose obligations are being retired. A 
stipulated call price of 105 or 110 acts 
to prevent a borrowing corporation 
from refunding its long term bonds 
every time the market dips a little. 
However, despite the expense of re- 
funding operations and the necessity of 
(CONTINUED ON PAGE 20) 











Estimate Is Made of the 
Work of Gage E. Tarbell 


By ROBERT B. MITCHELL 


NEW YORK, Sept. 10.—Gage E. Tar- 
bell, senior director of the Equitable Life 
of New York, who died Sept. 5, would 
have been a colorful and dominating fig- 
ure in any age. Many leaders of men, 
despite international fame, fail to look 
or act the part. This accusation could 
never be brought against Mr. Tarbell. 
As the Equitable’s vice-president in 
charge of production, as he had previ- 
ously done as a personal producer, he 
had the priceless power of swaying men 
not only by logical exposition but by 
the sheer force of his personality as 
well. 

Commanded Respect 


When the Romans listened to Cicero 
they said, “How excellently he speaks!” 
When the Greeks heard Demosthenes 
inveigh against their enemies to the 
north, they shouted, “Let’s go out and 
fight the Macedonians!” Mr. Tarbell 
had the latter type of ability, not only 
in his platform speeches but in his other 
contacts. 

Mr. Tarbell was impressive in appear- 
ance but never pompous. No matter 
how serious he might become—and his 
belief in life insurance was no trifling 
matter to him—he commanded respect. 
Frivolity was something that just did 
not occur to his listeners. 

Coupled with strong convictions and 
the power to motivate those about him 
was an amazing keenness in selecting 
men and managing them. He could 
pick them and inspire them—and he 
could also drive them, if the necessity 
arose. Mr. Tarbell was not only a 
great salesman but a great executive. 
They are not combined in one man 
nearly so often as might be supposed. 

Mr. Tarbell stood about 6 feet 3 
inches and unlike many tall men he was 
not in the least stooped. He had the 


erect carriage of a guardsman and the 
physique of an athlete. Even when he 
was in his 80th year he was little if any 
stouter or thinner than he had been in 
his prime. In his younger days he wore 
a full black beard whieh made his ap- 
pearance even more imposing. In later 
years he was clean-shaven except for a 
mustache. 

Entering the life insurance business at 
the beginning of its great period of ex- 
pansion, Mr. Tarbell had much to do 
with shaping its progress. The huge 
volume he wrote personally demon- 
strated the possibilities of life insurance 
selling as a career. His work in Chi- 
cago showed what could be done in 
building a great agency. As head of the 
Equitable’s agency forces he laid foun- 
dations of agency practices in an un- 
charted territory. 

To Mr. Tarbell is given credit for the 
revolutionary reform, common today, of 
a graded scale of first-year and renewal 
commissions. Another monument to 
his activity was the inter-company 
agreement to abolish the invidious com- 
petitive literature which had been the 
accepted thing in life insurance selling. 


Responsible for Excellent Men 


Mr. Tarbell was responsible for in- 
ducting into the business and training 
some very successful men. Consider 
these Equitable topnotchers: Vice-presi- 
dent Frank L. Jones; T. B. Sweeney, 
state general agent for West Virginia; 
Herman Moss, general agent at Cleve- 
land; Martin T. Ford, general agent in 
New York City; Charles Townsend, 
general agent at Boston, G. T. Sibley, 
general agent at Birmingham; W. J. 
Roddy, who retired two years ago as 
general agent at Rockhill, S. C., and now 
devotes his time to heading the Equit- 
able Veteran Legion, and the late Henry 
J. Powell, general agent at Louisville. 








Additional Entertainment 
Plans for Boston Meeting 





In addition to the boat ride around 
Boston harbor the afternoon of Sept. 24, 
the entertainment committee announces 
that alternative recreation has been pro- 
vided for that afternoon for those attend- 
ing the annual convention of the Na- 
tional Association of Life Underwriters. 

Those who desire may join a special 
party to go to the horse races at the 
Narragansett track at Pawtucket, R. I. 
The party will be guests of the New 
England convention and the Narragan- 
sett Racing Association. The party will 
be transported by special train and will 
return about eight in the evening. 

A special section has been reserved at 
the Boston National League baseball 
park the afternoon of Sept. 24. There 
will be a double header that afternoon 
between the New York and Boston 
teams. 

The use of the 18-hole course at the 

(CONTINUED ON PAGE 22) 








A. E. N. Gray Notes Young 


Men Now Entering Business 





A heartening influx of young men into 
the life insurance business was noted by 
A. E. N. Gray, assistant secretary Pru- 
dential, in an address before the man- 
agers’ and general agents’ division Birm- 
ingham (Ala.) Association of Life Un- 
derwriters. Mr. Gary had just had a part 
in appointing four new managers, three 
in the south, and all young men. 

In recruiting new agents, Mr. Gray 
said, too many managers had rather 
tackle the hard job of training men who 
are easy to get than to tackle the easy 
job of training men who are hard to get. 
He suggested that each manager in need 
of new agents write down the names of 
50 men who “ought to be in the life in- 
surance business” and then go after 
them, rather than to wait for them 
voluntarily to apply. 

Mr. Gray, on an inspection tour of 
southern agencies, was introduced by 
Arthur Crowder, Jr., North Alabama 
manager. 








Details of Boston 
Program Given 


Assignments of Speakers for Vari- 
ous Convention Sessions are 
Completed 


FIVE DAYS OF ACTIVITY 


Million-Dollar Producers, Managers and 
Women Underwriters Big Pre- 
Convention Features 


W. M. Duff, Pittsburgh, program 
chairman for the annual meeting of the 
National Association of Life Underwrit- 
ers in Boston, Sept. 21-25, this week re- 
leased the final details of the convention 
program, the theme of which is “Life 
Insurance—a Cooperative Responsibil- 
ity.” Practically all the speakers had 
already been announced, but not the 
sessions at which they will appear. 

The week’s activities will open with a 
breakfast meeting of the national board 
of trustees Monday, Sept. 21, followed 
by an all-day session of the national 
council. President Lester O. Schriver 
will preside at these sessions. The board 
of directors of the American College of 
Life Underwriters will hold its annual 
meeting Monday afternoon. 

There will be a conference of local 
association leaders Monday evening to 
discuss problems of organization and 
administration, with R. E. Talley of 
Knoxville as chairman, the speakers 
being N. B. Maddox, Atlanta; H. H. 
Cammack, St. Louis; C. D. Thompson, 
Peoria, Ill.; J. A. Witherspoon, Jr., 
Nashville, and E. M. Aiken, Pittsburgh. 

A dinner for women, underwriters at- 
atending the convention will also be 
held Monday evening with Judge Emma 
Paul Scofield and Mary H. Ward, im- 
migration commissioner, both of Bos- 
ton as the speakers. 


Three-Ring Session Tuesday 


Tuesday’s program will be a three- 
ring affair, with the general agents and 
managers section, the Million Dollar 
Round Table, and the women under- 
writers’ session all continuing through- 
out the day. 

Ralph G. Engelsman of New York 
will be chairman of the managers 
session. Morning speakers will be V. 
B. Coffin, Hartford; J. E. Gibbs, New- 
ark; C. B. Metzger, Pittsburgh; C. C. 
Day, Oklahoma City, and C. C. Robin- 
son, Indianapolis. The afternoon ses- 
sion will consist of four open forums, 
during which the first four speakers on 
the morning program will submit to 
cross-examination from the flour. Two 
forums will be held simultaneously the 
first hour and two more the second 
hour, thus giving the managers and gen- 
eral agents an opportunity to sit in on 
two forums during the afternoon. 

Harry T. Wright of Chicago will pre- 
side over the Million Dollar Round 

(CONTINUED ON PAGE 20) 
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Tarbell Important Witness 
in Armstrong Quiz 





Gage E. Tarbell, senior director of the 
Equitable Life of New York, who died 
at the age of 80, was summoned as a 
witness on several occasions during the 
Armstrong investigation in 1906. He 
was questioned at length on the matter 
of commissions to agents by Charles 
Evans Hughes, who was attorney for 
the Armstrong committee. 

“After I was given charge of the 
United States agencies,” he stated at one 
point, “I was very anxious indeed to 
make a material change, in the methods 
of compensating agents, first for the 
saving—by reason of the fact that it 
would give a saving to the society and 
the policyholders, and I felt to our 
agents, and at the same time reduce very 
materially rebating, which has been one 
of the great curses of our business for 
the last 20 or 25 years in this country; 
and for that*purpose we did away en- 
tirely with the bonus system, and we 
reduced our first year’s compensation to 
50 percent.” 

Previously agents had been privileged 
to settle their business by turning over 
to the society 25 percent on each pre- 
mium. When the first year commission 
was reduced to 50 percent, Mr. Tarbell 
explained, renewal commissions were 
increased. 


Most Severe Blow 


“So in that way I think,” Mr. Tarbell 
concluded, “we dealt the most severe 
blow that was ever dealt to rebating in 
a great many years, and, in fact, it has 
very greatly minimized rebating during 
that time.” 

Mr. Tarbell related that he had offered 
to make an agreement that if the New 
York Life and Mutual Life of New York 
would reduce their commissions, Equita- 
ble Life would cut commissions 10 per- 
cent below what those two companies 
were paying. 

“T have always maintained that a 
compensation of 50 percent for the first 
year would do away with the most se- 
rious evils of rebating,” Mr. Tarbell said 
at one point, “that is, such rebating as 
induces men to buy policies with no 
thought of renewing them. I do not 
think, while it never was wise, that any 
great harm ever came from the old fash- 
ioned rebating of 5 or 10 percent that 
some agent gave his friend or his pastor 
or somebody else, which probably has 
gone on ever since life insurance has 
been conducted in this country; but it 
was when they gave such rebates that 
men generally bought life insurance with 
no thought of renewing it, that the seri- 
ous evil of rebating became so very 
apparent and very general.” He esti- 
mated that from $5,000,000 to $15,000,000 
annually was being given away in the 
country in rebates. 


Remedy for Rebating 


Mr. Tarbell suggested as a remedy to 
rebating, the enactment of a law requir- 
ing all companies to give a receipt for 
the first year’s premium, to be counter- 
signed by the agent and delivered to the 
assured requiring all companies to take 
from the assured or beneficiary upon 
delivery of the policy a written state- 
ment addressed to the company that he 
has paid the first year’s premium in full 
to the soliciting agent, naming the agent, 
the statement to be countersigned by 
the agent and returned to the company. | 
The giving or taking of any rebate by 
the agent or assured should be made a 
misdemeanor and any policy on which a 
rebate has been given or accepted shall 
be null and void. All premiums to be 
paid would be forfeited. 

e said first year commissions should 
be limited by law and he said that 50 
percent should be the proper ratio. 

Mr. Tarbell also gave considerable 
testimony on twisting. 

“Twisting is misrepresentation,” he 


who has a policy to surrender it and 
buy another policy from another com- 
pany to take its place, but it is almost 
always, I believe, done by reason of mis- 
representation on the part of the agent, 
and it is the meanest competition that 
anyone has ever had to meet in our 
business. It is the most reprehensible 
practice, because it is almost invariably 
robbing the assured of something that 
he had by reason of the fact that he is 
not so well informed regarding the mat- 
ter as the agent; in other words, it is 
very rare that any man who has any 
good policy in any good company on 
which he has paid one premium can af- 
ford to drop it and replace it by another 
policy in another company; although 
agents of some companies try to induce 
men who have paid for three years, five 
years, eight years, 10 years on a contract 
to drop it and take a policy in another 
company solely because they can make 
a commission on that policy. They not 
only rob the man of a part or all of his 
accumulated reserve, but a part or all 
of his accumulated surplus, and in addi- 
tion they force that man to go out and 
buy a policy at his increased age, de- 
pending upon the number of years that 
have elapsed since he took the former 
policy up to the time that he applies for 
the new policy. And I would like very 
much to see enacted a Jaw in that mat- 
ter which I will suggest if you do not 
mind at this time. It is just a single 
paragraph. That any agent guilty of 
making misrepresentation or false state- 
ment to a policyholder causing him to 
surrender a policy held by him in any 
company and to take another policy in 
another company through such agent 
shall be guilty of a misdemeanor.” 


Relates Dramatic Episode 


At one point in his testimony, Mr. 
Tarbell launched into a very dra- 
matic competitive episode involving the 
Equitable Life and the New York Life. 

“In, I think, 1894, we entered into an 
understanding that I negotiated with the 
New York Life whereby we would not 
employ each other’s agents without get- 
ting the permission of the other com- 
pany, because we thought it was better 
for the interests of our agents, and bet- 
ter for the interests of the company that 
we should do that. It is not a good 
thing for any agent working for any 
company to have an eye open and an 
ear open to see whether he can do bet- 
ter with some other company or not, 
because the temptation is frequently 








Futz Will See Cummings 
on How to Organize in 84 





EIGHTY-FOUR, PA., Sept. 
10.—Jos. Futz, the enthusiastic 
life underwriter of this place, in- 
tends to have a conference with 
O. “Organization” Sam Cum- 
mings of Dallas, Tex., while in 
Boston for the convention of the 
National Association of Life 
Underwriters. Underwriter Futz 
is anxious to start a local asso- 
ciation in 84, and he wants to get 
from the highest authority an 
outline of the Step-by-Step pro- 
cedure to be followed in setting 
up such an association and main- 
taining interest after it is 
launched. Mr. Futz wrote to 
Holgar Johnson of Pittsburgh for 
advice. Mr. Johnson referred 
him to Mr. Cummings, saying 
that the latter is the last word on 
organization matters, having not 
only reorganized the National 
Association of Life Underwriters 
but Rotary International as well. 








declared. “It is the inducing of a man 








there to get him. That understanding 
went along very nicely until the end of 
1899. It was at the beginning of 1900 
that we reduced our compensation, so 
that our agents could only draw down 
50 percent of each premium, instead of 
75 percent of each premium as they had 
been doing. 


Gave 30 Days’ Notice 


“In order to put the new arrangement 
in effect, it was necessary for us to give 
all of our agents 30 days notice of the 
termination of their contract, which we 
did on the 3ist of December. At just 
about the time those contracts were to 
go into effect, the new contract and the 
old ones expired, we received a letter 
one morning, mailed to us the night be- 
fore, without any warning, to the effect 
—from the New York Life—that the 
understanding we had had since 1894 
they elected to cancel. We learned a 
little while later that one of their offi- 
cers had telegraphed our agents—their 
agents, pretty generally—the night be- 
fore that the understanding with the 
Equitable had terminated, and another 
one of their officers telegraphed their 
same representatives that they expected 
them to get so many new agents in a 
given length of time, or words to that 
effect, so it was pretty generally under- 
stood all over the country that the agree- 
ment with the Equitable had terminated 
and we received notice of it ourselves. 

“I immediately wired our general 
agents all over the country to stand by 
their guns and see that they did not lose 
any agents, and they obeyed those in- 
structions very generally and very nicely, 
they did stand by us. And as the efforts 
progressed, I thought that it would per- 
haps be wise to let other people under- 
stand that the getting of other com- 
panies’ agents was a game that two 
could play at. And, as I knew that Mr. 
Mix (R. J. Mix) was at the head of 
the Manhattan department, the largest 
department of the New York Life, I 
thought perhaps if Mr. Mix and _ his 
agents generally should draw off and 
come to the Equitable, it might make 
up for some few agents, some very few 
that might leave the Equitable and go 
to the New York Life.” 


Mix and Men Changed 


Mr. Tarbell then went on to relate his 
conferences with Mr. Mix and stated 
that he caused Mr. Mix to go with the 
Equitable and 200 of his men also made 
the shift. 

There was a good deal of questioning 
of Mr. Tarbell on the question of ad- 
vances to agents. 

There was testimony about an agree- 
ment made in 1903 between the Equita- 
ble, Mutual Life and New York Life 
that there should be no advertisements 
that referred to any other company. 

“That is a matter that I brought about 
myself through negotiations with the 
Mutual Life and New York Life,” Mr. 
Tarbell said. “We brought about an 
agreement that we would not use any 
competitive or comparative literature or 
permit our agents to, in the conduct of 
the business, for the purpose of gener- 
ally elevating the work of the solicitor. 
I think you know, Mr. Hughes, that 
conipanies can get up literature that is 
very misleading, and that would appar- 
ently show that particular company on 
some particular item to be better than 
the other company, whereas in many 
other ways it would not be as good, 
and it was generally confusing and I 
think tended to belittle the respect of 
life insurance solicitors, and it has helped 
the business very much in doing away 
with that practice.” 


Taxation of Insurance 


At another point he spoke of taxation 
of life insurance premium. 

“Until comparatively recently,” he 
declared, “I think it was generally con- 
ceded that life insurance premiums were 
much like savings bank deposits. It was 
a saving of the people, the only differ- 
ence being that in life insurance it meant 
a saving for their families and little ones 
after they were dead and gone, and in 
savings banks they tried to save for 
their lifetime; and to tax those pre- 
miums is a tax on thrift, and personally 








Millionaires This Year 
Number 139, Wright Says 


Th lifyi f : ie ae 

ose » qualifying for the illo 
Dollar Round Table numbered Mik 
Aug. 31, which was the final date be 
cording to Chairman Harry T, Wri, 
of Chicago. In addition, there are te 
who have not yet produced “supporting’ 
letters. Mr. Wright was most selectiy 
this year and made the millionaire 
prove their right to sit at the table. This 
is the second largest enrollment jn ¢}, 
history of the round table. 7 

Of the 139, 36 were life member; 

who also qualified by reason of thes 
production; 52 who qualified are not lif 
members. That makes a total of 83 why 
qualified. In addition there are 51 {ij 
members who are entitled to belong to 
the round table because of their prowes 
in the past. 
_ Mr. Wright has appointed a nominat. 
ing committee to function at the meet. 
ing in Boston. The committee consists 
of Caleb Smith, Massachusetts Mutual 
Ann Arbor, Mich.; T. M. Scott, Pens 
Mutual, Philadelphia, and M. J. Don. 
nelly, Equitable Life of New York, New 
Castle, Pa. Mr. Smith was chairman 
of the round table last year, Mr. Scot 
the year before and Mr. Donnelly the 
year before that. 

Mr. Wright has arranged for several 
leaders to appear at the round table 
meeting and bring greetings and he has 
arranged with others to give more or 
less formal talks. They include C. Viv. 
ian Anderson, Provident Mutual, Cin. 
cinnati; T. M. Riehle, Equitable Life o 
New York, New York City; Wallace 
King, Mutual Benefit, Lima, O.; Na 
thaniel Seefurth, tax and estate expert, 
Chicago; Caleb Smith, Paul Clark, Johy 
Hancock, Boston, and A. E. Patterson, 
Penn Mutual, Chicago. 

A. C. Bayless, Southland Life, Hous 
ton, who was originally scheduled to 
make a talk at the round table, now 
states that he will be unable to attend, 
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A group of 35 or 40 Million Dolla he 


Round Table members will gather af 


Osterville, Mass., for an outing at the 
Oyster Harbor Country Club Sept. 
19-21, preparatory to the meeting 2 
Boston. 








I have always felt that there was the 
same reason for not taxing life insur 


ance premiums that there is for no— 


taxing savings banks deposits.” 

Mr. Tarbell was questioned about his 
own insurance. He said he carried 
about $400,000 on his own life in the 
Equitable Life of New York and over 
$100,000 in his family. In addition he 
had $50,000 in the New York Life, $50- 
000 with the Travelers, $25,000 in the 
Aetna Life. 


General Agency System 


He was questioned as to his views 0! 
the general agency system compared 
with the salaried manager plan. He 
came out strongly for the general agency 
system. 

“It leads to better effort on the part 
of the man receiving the compensation, 
he said. “It enables the proper distinc: 
tion to be made between a good mail 
and a poor man without any hard feel: 
ings, without any difficulty in arriving 
at that distinction, because it is bast 
purely upon what they do. 

“In life insurance the man who doe 
a good deal is worth a good deal, ant 
one who does nothing is worth nothing 
to the company. Then again the se™ 
eral agent who has a territory behind 
him and has a commission interest an¢ 
a renewal interest in that business, W!' 
be more likely to see that the field 's 
given a better representation than he 
will if he is on a salary basis, becaust 
his income will depend entirely 
largely upon the general reputation © 
the company in that particular field ove! 
a period of years. He would not be °° 
likely to be transferred to some othe! 
field; he will expect that that is to be 
his home permanently, and therefore, " 
will be for his interest to do everything 

(CONTINUED ON LAST PAGE) 
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ew York Life Agency Club 
1936 Officials Are Announced 








illo BENJAMIN LEVEN IS LEADER 





Some Short Interesting Features of the 
Top Production Men in This 
Organization 





Benamin Leven of the Los Angeles 
ofice of the New York Life, who be- 



























bers resident of the 1936 Top Club, 
ore aa Ae produced $1,435,665 in the 1936 club 
| of 88 rs year. He has been vice-president of the 
are 5] ie ‘lub. The New York Life states that 
belong PS he concentrates on the life side of 
‘ir prowess life insurance, talks to his prospects 
“PEzbout building up an assured income 
1 nomina.M for a comfortable future. He has_built 
the meet. up a large clientele, mostly in the Holiy- 
€ consists |e wood film colony. ; 
ts Mutual [Samuel Soforenko of Providence, R. 
ott, Penn ff 1, has qualified for chairman of the ad- 


Don. visory board of the Top Club, paying 





York, New MM jor $1,000,969. This is the third succes- 
chairman I sive year he has held this position. He 
Mr. Scott was president in 1930. He paid for 
nnelly the ff more than $600,000 during his first year. 


Vice-presidents-at-Large 





Or several 
erty There are five vice-presidents at large: 
more or Me Joe! Hershman of the Reading, Pa; 
eC. Viy.qe branch; H. P. Trosper, Detroit; C. A. 
ual, Cin. fe Allen of New Hampshire; R. F. Walker, 
le Life oi New Orleans, and J. E. Baker, Jr., of 
Wallace & St. Louis. Their production respectively 
O.; Naf was $897,556, $839,191, $680,540, $615,- 
€ expert, 460 and $609,519. : or : 
ark, Joh) f Mr. Trosper believes in income insur- 
atterson | ance and has arranged about 90 per- 
cent of his business on some income 
e, Hows plan. Mr. Baker can usually be found 
duled tof sailing a boat when he isn’t writing life 
ble, now insurance. 
9 attend 
n Dollar Seventeen Vice-presidents 
ather at The 17% vice-presidents of the Top 
g at the Club are as follows: N. R. Cornsweet, 
b Sept. | Cleveland, $835,895; S. D. Einstein, 
cting at Trenton, N. J., $664,580; L. K. Sims, 
' Los Angeles, $600,095; W. D. McGurn, 
——B New York City, $505,153; Jack Man- 
- field, Chicago, $502,657; A. Homer Vi- 
was the ' pond, Montreal, $483,606; W. H. Kelly, 
Boge San Francisco, $440,109; H. W. Hughes, 


'f Kansas City, $433,237; T. R. Mara, St. 
' Louis, $399,055; Ben Sekt, Sioux City, 


gels ' $381,532; Alex Gibson, Birmingham, 
in thee $365,823; M. C. Carroll, Jr., Atlanta, 
rd over ie $323,750; C. F. McClendon, Shreveport, 
tion hee 9318201; L. F. Calley, West Virginia, 
fe, $50-(6 9298371; Benjamin Ford, Boston, $269,- 
in thee 200; G. L. Woods, Fargo, 255,211; 
' George Loftus, Montana, $254,098. 
Two Hundrd Thousand Officials 
ews of H. G. Jones of Pipestone, Minn., be- 
mpared @ COMes chairman of the eastern division 
n. Hee Of the $200,000 Club, He was sixth in 
agency number of applications in the field force 
last year. Victor L, Vineyard of Chi- 
1e part F ago is vice-chairman of the eastern 
ation,” section. He started with the company 
listinc- in 1927 and has written policies on 
d mat about 1,500 lives. He was seventh in 
d feel number of applications last year. He 
rivins has been on the app-a-week list for 345 
based consecutive weeks. 
H. O. Hall of Burley, Idaho, is chair- 
) does man of the western division of the $200,- 
1, and 000 Club, having paid for 117 applica- 
othing FF tions during the club year. He has been 
Be with the company for more than 13 
yehin« F years and has built up a fine clientele. 
t rl He makes sufficient calls daily to insure 
“Md ‘. a ragaag of four interviews and lets 
n hel at ing interfere with his clients. He 
cause f 28 been especially successful in writ- 
y orf ‘“& annuity endowments. 
on of Say K. Farris of San Francisco is 
ve He chairman, having written $187,965. 
be 00 He calls on farmers in the early morn- 


other | '"8S before business offices are open and 
1 bef Often works until late in the evening. 
re, it} He sells mostly endowments at 50 or 
thing 65 to young men. 

: The New York Life gives some in- 
(CONTINUED ON LAST PAGE) 





Fraternals Spent $3,230 in 
the Primaries in Missouri 





PROTECTIVE GROUP REPORTS 


Modern Woodmen Case Illinois Polit- 
ical Issue—O’Malley Inveighs 
Against Jesse W. Barrett 





ST. LOUIS, Sept. 10.—The Fraternal 
Protective Association of Missouri, 
which made a state-wide fight on Major 
Stark, successful candidate for the 
Democratic nomination for governor, be- 
cause he refused to promise not to re- 
name R. E. O’Malley as superintendent 
of insurance, spent a total of $3,230 
prior to the primary elections. Some of 
this was used to aid candidates to the 
general assembly believed to be friendly 
to the fraternals. 

C. F. Wescoat of St. Louis, president 
of the organization, filed the report with 
the recorder of deeds in St. Louis and 
with the secretary of state. 

The report does not specify how much 
was actually spent in the campaign 
against Maj. Stark, listing expenditures 
only, so much for stationery office ex- 
penses, distribution of circulars, etc. It 
revealed that total donations of $5,665 
were received since the association was 
organized early in June. This leaves a 


balance of $2,345 for the November 
campaign. 

Contributions from societies were 
listed as follows: Maccabees, $525; 


Woodmen of the World, $25; Aid As- 
sociation for Lutherans, $525; Home- 
steaders’ Life, $25; Woman’s Benefit 
Association, $525; Ben Hur Life, $225; 
Western Catholic Union, $25; Fidelity 
Life Association, $160; Czecho-Slovak 
Society---ef America; - $75; Knights of 
Columbus, $525; Lutheran Mutual Aid, 
(CONTINUED ON LAST PAGE) 





New Novel Out 








H. P. GRAVENGAARD 


H. P. Gravengaard of Toledo, general 
agent of the New England Mutual Life 
who has served there since Oct. 1, 1931, 
is the author of a new novel, “Christmas 
Again,’ which will be published by 
Chapman & Grimes, 110 Mount Vernon 
street, Boston. Mr. Gravengaard has 
given a beautiful picture of the home of 
a Danish family out west. He comes 
from Danish people and therefore knows 
his subject. The major role is a small 
boy who is sent from Denmark to a 
family in this country and his meander- 
ings are traced here and there. ; 

Mr. Gravengaard is a son of a retired 
minister who lives in Los Angeles and 
for many years was president of the 





(CONTINUED ON LAST PAGE) 








word? 


and an appointment was made. 


that I think you will like.’ 


Independence Square 





HIGH OR LOW PRESSURE 


Which loses most cases, high pressuring or low pressuring? If a 
prospect assures you he is not now ready to buy, and that he will call 
you when he is ready, do you stop talking, go away, and wait for his 
Or do you put on the pressure? 


Here’s an example of waiting:— 


The prospect said he wasn’t ready and would ‘probably make his 
decision in about a month. The Agent called in about a month and 
was told, “Call me on the phone in about two weeks.” 
Said the prospect, “I am giving you 
this $10,000 business because So-and-So-of another company, who 
knew I was going to take a policy, worried me to death. You didn’t!* 


An example of high pressure,—the same Agent:— 


Says the Agent, “I went at him, too strong it turned out. A month 
later I droped in to see him, saying, ‘I want to show you a plan 
This was the response:— ‘It’s no use. 
I bought a policy from another company two weeks ago. 
buy things, not to have them sold me.’” 


Prospect-wise Agents, taught by experience, know a promise from 
an excuse, and whether to press or to wait. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


He called, 


I like to 


PHILADELPHIA 




















Gage E. Tarbell’s Death 


Removes Romantic Figure 


HE WAS A GIANT IN HIS DAY 













As Head of the Equitable Life Agency 
Department He Made a Great 
Reputation 








NEW YORK, Sept. 10—Gage E. 
Tarbell, who at the height of his career 
was one of the outstanding figures in 
America’s life insurance selling, died at 
French Hospital, New York City, fol- 
lowing an operation for an intestinal 
ailment. He lacked two weeks of being 
80 years old. 

Mr. Tarbell was born in Smithville, 
N. Y., in 1856, and was educated at 
Clinton Liberal Institute. He taught 
school for a year and then was admitted 
to the Bar in 1880. 

Joining the Equitable Life’s Syracuse 
agency in 1879, Mr. Tarbell soon began 
to demonstrate his ability as a personal 
producer. The selling of life insurance 
enabled him to pay his expenses incident 
to being admitted to the bar. For a time 
he not only practiced law and sold life 
insurance, but also sold fire insurance 
iy real estate. This was in Marathon, 

Extending his operations into a larger 
field, he obtained a sub-agency in Bing- 
hamton under the Syracuse general 
agency. After that he went to Milwau- 
kee where he had a chance to show 
what he could really do in the way of 
personal production. 








































































Shifted to Chicago 


When the home office wanted to 
transfer him to Chicago, Mr. Tarbell 
agreed only on condition that the two 
agencies there, one having Cook county, 
in which Chicago is located, and the 
other having the seven states of the 
northwest outside of Cook county should 
be combined. The firm started out as 
Craine, Curran & Co. but by the 
end of the second year Mr. Tarbell had 
entire charge of the agency. During 
the 4% years in which he was in Chi- 
cago, the agency was the largest in the 
United States. In fact, only a few life 
companies in the entire country did a 
larger business than Mr. Tarbell’s 
agency. 

In 1893 Mr. Tarbell went to New 
York as third vice-president and was 
put in charge of all agencies. As the 
Equitable’s production chief, he built a 
reputation which will-always be remem- 
bered among life insurance men. He 
became a director in 1904. He resigned 
as vice-president in 1907 to devote him- 
self to farming and the real estate busi- 
ness, but continued as a director and a 
member of the agency committee. 

Three years ago Mr. Tarbell renewed 
his active connection with the production 
end, and has been a favorite speaker at 
agency gatherings. A large share of the 
Equitable agents had heard Mr. Tarbell 
at national or regional conferences. He 
had just returned from a convention 
trip through middle west where he had 
addressed regional conferences, when he 
was stricken with peritonitis last week. 


Zimmerman Agency Outing 

The annual outing and dinner of the 
C. J. Zimmerman agency of the Con- 
necticut Mutual Life in Newark will be 
held Sept. 18, bringing to a close a six 
weeks campaign in honor of Mr. Zim- 
merman’s fifth anniversary as general 
agent in New Jersey and his 10th anni- 
versary with the company. ; 

A number of home office officials will 
attend, including President J. L. Loomis, 
V. B. Coffin, superintendent of agencies; 
Dr. Brock Rollins, assistant medical di- 
rector; Raymond Simpkin, assistant 
superintendent of agencies, and P. M. 
Fraser, executive vice-president, all of 
whom will make brief addresses at the 
dinner. D. M. Maduro will be toast- 
master. 
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Provident Life & Accident 
Progress Told at Meeting 


SESSION AT ATLANTIC CITY 





Plans for Golden Jubilee Convention 
Outlined—New Officers of Com- 
pany’s Honor Clubs Installed 





The report of President R. J. Maclel- 
lan pointing out progress achieved the 
past year, and outlining plans for the 
Golden Jubilee celebration planned for 
Chattanooga in the fall of 1937, proved 
high points of the life agency conven- 
tion of the Provident Life & Accident 
staged at Atlantic City. Outstanding 
increases in membership for both the 
President’s Club and the Century Club 
were reported. 

From many angles the problem of se- 
curing quality business was presented, 
both by company representatives and 
by the home office. 

Dr. Gus W. Dyer, professor of eco- 
nomics and sociology at Vanderbilt Uni- 
versity, spoke at the banquet, which was 
attended by field men and their wives, 
and in a number of instances by their 
children. The home office was also well 
represented. President Maclellan pre- 
sided. Dr. Dyer discussed the con- 
tribution of insurance to industrial 
stability and industrial progress. 

James E. Powell, agency vice-presi- 
dent, extended greetings on behalf of 
the accident department. 

Members of the President’s Club, the 
highest honor organization, and their 
wives were honored by President Mac- 
lellan at a special breakfast meeting. 

Introducing the first business session, 
Vice-President R. L. Maclellan, head of 
the life department, showed July was 
the largest month in regular paid busi- 
ness ever experienced, and that a new 
high had been achieved in gain of life 
insurance in force, gain for the year to 
that date being $11,012,432. 

Company representatives taking part 
in the initial program included R. L. 
Gulley, supervisor of Texas agencies; 
W. F. Going, South Carolina; 
Dicken, West Virginia; I. L. Close, 
Pennsylvania; Grice Hunt, South Caro- 
lina; P. M. Ray and E. O. Martin, Ten- 
nessee. One program, arranged in the 
form of a dramatic dialogue, was han- 
dled by these home office representa- 
tives: R. L. Maclellan, L. C. Chapman, 
K. B. Piper, S. E. Miles, Bob Michaels 
and Bart Leiper. 

Aided by giant rating sheet charts, 
Dr. C. R. Henry, medical director, de- 
scribed in graphic way the steps taken 
in arriving at a scientific numerical rat- 
ing of applicants. 

Unable to attend in person, a message 
was read from Vice-President W. C. 
Cartinhour, dealing with the company’s 
dependable financial position, the facts 
of the presentation being summarized 
by President Maclellan. 

Numerous skits and _ entertainment 
features were included in the final ban- 
quet, a high spot being the singing of 
the convention song, “Down in Chatta- 
nooga,” as a parody of a once popular 
Irving Berlin hit of 1913, with the same 
title. S. E. Miles was convention man- 


ager. 

Officers of the Century Club for this 
year, who won their positions through 
production recordsyare: H. Grice Hunt, 
South Carolina, president; W. F. Going, 
South Carolina, vice-president; E. O. 
Martin, Tennessee, secretary-treasurer, 
the latter being appointive. 

All field men attending pledged them- 
selves to exceed by a generous margin 
their production records for the club 
year just closed. 

Members of the Century Club who 
aualify for the Chattanooga convention 
trip by the end of 1936 will be 
awarded a special plaque honoring them 
as Life Charter Members of the Provi- 
dent Golden Jubjlee, it was announced. 





Famous Hillmon Case Reviewed 








A detailed history of the famous Hill- 
mon case, well known to life insurance 
men due to the long and complicated 
litigation involved, was presented by L. 
A. Stebbins of Stebbins, McKinley & 
Price, Chicago, before the Life Insur- 
ance Lawyers Club of that city at its 
opening fall meeting this week. 

The case lasted for almost a quarter 
of a century and became one of the most 
notable life insurance fraud cases ever 
tried in this country. The case revolved 
around the fatal shooting March 17, 
1879, in Barber county, Kan., of a man 
whose identity was the subject of 
lengthy litigation. The body was pur- 
ported to be that of John W. Hillmon, 
who shortly before the shooting, had 
taken out life insurance policies for $10,- 
000 in the New York Life, $10,000 in the 
Mutual Life of New York and $5,000 in 
the Connecticut Mutual Life. The poli- 
cies were made payable to his wife, Sal- 
lie E. Hillmon. Premiums amounted to 
about $600 per year, Hillmon paying 
part cash and giving his note for the 
balance. 

Suits Are Delayed 


No suits were brought on these poli- 
cies until 16 months after the death of 
the man alleged to be Hillmon, for the 
reason that it took that length of time 
for the only available eye witness to 
decide if the body was Hillmon’s or 
somebody’s else. The case was tried in 
the federal court in Kansas six times, 
actual time consumed in these trials 
being 189 days, including Sundays. The 
jury disagreed four times and on the 
fourth and sixth trials Mrs. Hillmon got 
a verdict, both of which were set aside 
by the Supreme Court of the United 
States. Mr. Stebbins had _ intimate 
knowledge of details of the case as he 
was well acquainted with many of the 
attorneys for both Mrs. Hillmon and 
the companies, and from 1887 to 1889 
was associated with the office of Samuel 
A. Riggs of Lawrence, Kan., who was 
at all times chief counsel for Mrs. Hill- 
mon. 

Counsel for Mrs. Hillmon contended 
that Hillmon was killed while on a hunt- 
ing trip with a companion, John H. 
Brown, by an accidental discharge of 
Brown’s gun. Counsel for the compa- 
nies contended that Brown, Hillmon and 
Levi Baldwin, prior to the shooting, en- 
tered into a conspiracy by which Brown 





FREDERICK A. WALTERS 


and Hillmon were to make a search to 
find a man who looked like Hillmon, 
kill him, have Brown produce the body 
of the dead man, claim it was Hillmon, 
and collect the life insurance. This con- 
tention was made in an affidavit given 
by Brown in which he set forth details 
of the conspiracy. Subsequently, how- 








ever, he repudiated the affidavit and tes- 
tified on behalf of the defense that the 
dead man was Hillmon. 

Following the affidavit of Brown, he 
made arrangements for settlement of 
the case in consideration of an agree- 
ment on the part of the company not to 
prosecute himself and Hillmon. How- 
ever, when a representative of the com- 
pany attempted to secure return of the 
policies, and as they were in the posses- 
sion of one of Mrs. Hillmon’s attorneys 
and he would not surrender them, the 
release was not effected. Mrs. Hillmon 
subsequently repudiated this release. 

Two inquests were held following the 
shooting and the body was later ex- 





J. H. BROWN, J. W. HILLMON 


humed by the companies for another in- 
quest, at which 10 witnesses identified 
the body as that of Hillmon and 48 said 
it was not. The coroner’s jury found 
the body was “an unknown man feloni- 
ously shot by John H. Brown.” It was 
then discovered by the companies that 
there was a young cigar maker in Fort 
Madison, Ia., Frederick Adolph Wal- 
ters, who was known to be in the vicin- 
ity at the time of the shooting, and who 
on March 1, 16 days before the shoot- 
ing, wrote a letter to his fiancee in which 
he stated he had become acquainted with 
a man named Hillmon and had agreed 
to work for him on a proposed sheep 
ranch. This and other letters were in- 
troduced by the companies in later trials 
of the case, they contending the dead 
man was Walters. The defense counsel 
objected to admissibility of the letters 
as being hearsay. However, when the 
appeals and the three cases, as consoli- 
dated, were carried to the U. S. Su- 
preme Court the latter held the letters 
were admissible. 


Case Ended in 1903 


The case was finally ended in 1903. 
The New York Life withdrew from liti- 
gation and settled its share of the claim 
in 1898 for an amount said to be $20,- 
000. The Mutual Life of New York 
withdrew after the sixth trial and paid 
Mrs. Hillmon $22,000 in full settlement, 
while its appeal and that of the Connec- 
ticut Mutual was still pending in the 
Supreme Court. The Connecticut Mu- 
tual continued prosecution of the appeal, 
obtaining a reversal of judgment against 
it amounting to $11,034. A settlement 
was then effected by which Mrs. Hill- 
man surrendered her policy and executed 
a full release in consideration of the 
company’s releasing her from any lia- 
bility on account of costs. It has been 
estimated the cost of litigation to the 
companies was in excess of $100,000, not 
including attorney’s fees. 

Other speakers at the meeting were 
John Weaver, who presented a paper, 
and Donald T. Winder, president IIli- 








i 
New Retirement Program for 
Midland Life’s Field Fore 





SEEK TO CHECK TURNOVER 





Consistent Producers with Good Per. 
sistency Records Will be Provideq 
For in Old Age 





KANSAS CITY, Sept. 10—The Mid 
land Life is instituting a retirement an{ 
insurance plan for its field force jn an 
effort to solve two of the most serioy 
problems facing life companies—turn. 
over in manpower and lapsation of poli. 
cies. 

The plan provides $50 a month of re. 
tirement income and protection of $2,500 
for agents who meet the qualifications 
for membership in the company’s Lead. 
er’s Club for 20 years, and whose bysi. 
ness persists to the extent of 45 per- 
cent over a ten-year period. Member. 
ship in the Leader’s Club does not have 
to be consecutive. The protection 
amounts to $1,500 the first five years of 
club membership, $2,000 the second five 
and $2,500 thereafter. Production oj 
$100,000 paid qualifies for the club, fig- 
ured for the year ending June 30, _ 


Encourage Steady Production 


It is expected the plan will create ad. E 


ditional incentive for agents to maintain 
a steady production of business. that 
persists. It was devised and developed 
by Oliver C. Thornton, agency vice. 
president, and L. H. Vetter, secretary 
and actuary is expected also to aid the 
company in the securing of good agency 
manpower. The company will bear the 
entire cost of the plan, with the expecta- 
tion of reduced agency turnover and im- 
proved persistency. 

The agent must not be over 50 to be 
eligible for retirement benefits and not 
over 60 for insurance benefits. For each 
year the agent is not a club member 
the benefits will forfeited, and if the 
agent joins another company he forfeits 
all rights under the plan. 

If the company should be required to 
pay death or retirement benefits under 
any existing or future social security 
laws, the plan benefits will be corre. 
spondingly reduced, although never be- 
low the amount earned by the agent u- 
der the plan. 

The amount of retirement income the 
agent may receive can be increased if 
his renewal ratio is higher than 45 per- 
cent (by $1 for each 1 percent improve- 


ment in the ratio), or if he remains in} 


qualified production after the 20 year 
period and is not yet 60 at that time. 
However, the business must remain 4i 
percent in force for 10 years. A 1% 
percent persistency will double the “nor- 
mal” $30 to $60. 





Commissioners’ Hotel Headquarters 


The National Association of Insur- 
ance Commissioners, which will meet 
at Hot Springs, Ark. Dec. 6, ha 
chosen the Arlington Hotel as conver 
tion headquarters. 








nois Fraternal Congress, who reviewed | 


current decisions. Speaking on methods 
of handling impaired or insolvent life 














companies, Mr. Weaver urged that long | 
drawn out and expensive receiverships | 
should be avoided. A better method, he _ 


said, would be to determine the impair- 


ment through appraisal of assets, then | 


to appoint an experienced, competent 
receiver, rather than a politician or 4 
man engaged in another business. A 
lien could then be placed against each 
policy in an amount sufficient to wipe 
out the impairment of the reserve, thus 
leaving a reasonable surplus for contin- 
uing the business. The company would 


then be perfectly solvent and the re- | 
ceivership dismissed, without the usual | — 


waste and excessive costs. 
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A POSITIVE APPROACH 
TO THE SAFETY PROBLEM 


“eRe YOURSELF as the Safe Driver”, 
a book whose illustrations put you right into 
the driver’s seat and send you off on a safe 
journey, is the latest contribution of the John 
Hancock Company to the highway safety 
movement. 


Published in the belief that the positive atti- 
tude toward safety can impress those whom the 
horror appeal cannot reach, this little booklet 1s 
receiving the endorsement of highway safety 
authorities the country over. 


We are glad to send copies to interested 
members of the insurance fraternity. Address 
your request to the Publicity Department, 197 
Clarendon Street, Boston, Massachusetts. 
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HALF A HORSE 


or 


A WHOLE HORSE 


The public knows that ‘half a horse is 
no horse’ just as it knows that insurance 
protecting only one form of loss is no 
insurance program. For this reason 
B. M. A. has perhaps the greatest va- 
riety of contracts — including Life, 
Group, Annuities, Health and Acci- 
dent—of any company in America. 
And this ‘variety’ has been carefully 
planned and designed to offer COM- 
PLETE PROTECTION to the insur- 
ing public at a minimum guaranteed 
cost. 


Since variety is the spice of Life Insur- 
ance sales, it is no wonder B. M. A. 
salesmen in 30 states, are hitting new 
“highs” in sales of full coverage polli- 
cies. Simply because they have a 
“whole horse”—a complete line of pro- 
tection—permitting them to write a 
complete insurance program that as- 
sures maximum family comfort for 
peace and happiness throughout the 
years. 


* 


BUSINESS MEN’S 
ASSURANCE CO. 


KANSAS CITY, MISSOURI 
W. T. GRANT, President 








General Agents of 


Home Life Gather 


Chairman Low Explains Conserva- 





tive Investment Policy at 
Hot Springs 





PERSISTENCY IS RATED 





President Fulton Discusses Popularity 
of Investment Contracts — Check 
Agents’ Underwriting Experience 


HOT SPRINGS, VA., Sept. 10— 
Ethelbert Ide Low, board chairman of 
the Home Life of New York, opened 
the company’s general agents conference 
here today with a discussion of invest- 
ment policies. Pertinent information 


‘| was given with respect to the quality, 


yield and diversification of the com- 
pany’s security holdings. The Home 
Life has no thoughts of deviating from 
its policy of confining its purchases of 
bonds to high grade issues. Of the se- 
curities purchased in the first eight 
months of 1936, 97 percent carried rat- 
ings of A, AA or AAA by one or more 
of the rating services. He also pointed 
out, that during this period a large por- 
tion of the bonds purchased were of rel- 
atively short maturity and that the com- 
pany’s holdings of U. S. government 
securities had been materially increased. 

Life insurance investment contracts 
and their popularity due to the highly 
favorable factor of safety in life com- 
pany management, were discussed by 
President James A. Fulton. The aver- 
age investor with a limited amount of 
capital has little or no time to analyze 
the ebb and flow of business expansion. 
And that factor, together with the cur- 
rent low yield in interest earnings makes 
it even more inevitable that he seek the 
— and security of life insurance, he 
said. 


Check Past Record 


Leigh Cruess, underwriting vice-presi- 
dent, described “Underwriting at Its 
Source” by an illustrated presentation 
of the company’s new method of quali- 
fying its agents by history of the risks 
submitted. An agent whose underwrit- 
ing record reflects a careful selection of 
risks, and who has obviously applied 
quality in his prospecting, is given more 
favorable consideration on the occasional 
border line cases. A system of numer- 
ical ratings for the agent and an analysis 
of its application to currently approved 
cases was described by Mr. Cruess. 

E. C. Kelly, conservation supervisor, 
introduced a “Quality rating chart” with 
which the company has been experi- 
menting in a few agencies during the 
past year. Mr. Kelly emphasized the 
long range benefits in an agent’s earn- 
ings as a result of the company’s careful 
consideration of all things conducive to 
better lapse records. Last January 
standings of agencies and agents were 
determined by not only first year cash 
premiums, but the net of such premiums 
after the deduction of first and second 
year lapses already credited. It was 
found that 85 percent of the profit to 
the agent from any life insurance sale 
depends upon the renewal rate. A per- 
sistency program which reduces first and 
second year lapses is the function re- 
sponsible for this 85 percent of agents 
profits. A quality rating chart will be 
completed by the agent on each appli- 
cation which will give him a definite 
measuring rod, a pattern into which he 
will try to fit all subsequent cases. Mr. 
Kelly reported that where the plan had 
already been operating, he found the 
agents highly enthused and anxious to 
complete the chart in order to deter- 
mine whether or not they could reason- 
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GRANT TAGGART, Cowley, Wyo, 


Again leading all agents of his con & 
pany Grant Taggart, 'California-Wester 
States Life representative at Cowley, 
Wyo., wrote 44 applications in Auguy 
totalling $339,000. A life member of the 
Million Dollar Round Table, Mr. Tag. 
gart’s business reflects quality as well x 


“apps” being on the annual premium 
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quantity underwriting—95 percent of his 


» and j 


basis and his total of rejections and “not & 
taken” policies consistently less tha, B 


15 percent. Mr. Taggart is scheduled 
to conduct a seminar on the topic “Vol 
ume Through Many Applications” a 
the National Association of Life Un. 
derwriters convention at Boston this 


month. Following this meeting he is to } 
make a tour of several eastern states —- 


under the sponsorship of the National 
association and will speak at special 
meetings of the various life underwrit- 
ers associations and will also address the 
sales congress at Peoria, Illinois on Oc- 
tober 9. 














ably anticipate their full enjoyment oi 
the particular profits in their selling. 
A spiral bound booklet containing 58 
selected testimonial letters from clients 
who had benefited from the Home Life's 
planned estate service was announced by 


W. P. Worthington, superintendent of | © 


agencies. Mr. Worthington said “adver- 
tising and sales promotion does not al- 
ways have for its first problem that ot 
making a sale; of equal importance 1 
the breaking down of barriers set up by 
prejudices in order that a complete sales 
presentation be popularly accepted by 
the prospect.” 

Two new folders were announced by 
John F. Walsh, assistant superintendent 
of agencies, and Ray B. Helser, super 
visor of field service. One folder is dt 
signed to help the agents in closing 1- 
terviews, and the other revolves about 
a new sales idea made to appeal spt 
cifically to young men recently married. 


First Woman Policyholder 


The Acacia Mutual Life has just} 
sued its first policy to a woman. | 
distinction of being No. 1 woman policy- 
holder is held by Mrs. D. G. Kesslet 
of Washington, D. C. The contract was 


written by Agent D. M. Crouch of the | 
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District of Columbia. President Wil 


liam Montgomery personally presented 


the policy and congratulated both Mrs. 
Kessler and Agent Crouch on this 
unique honor. 


Announcement that Acacia Mutual 
would start immediately to accept ap 


plications from women, ages 16 to 50 
inclusive, was made by President Mont- 
gomery at the recent agents’ conven- 
tion. At that time it was also announce 
that the age limit for male risks had 


been lowered from age 18 to age 16, the | — 


other limit for male risks remaining 4 
age 65, as heretofore. 
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Ohio National Life Holds 
Builders Club Convention 


—_—— 


1SIT YELLOWSTONE PARK 






V 





President Appleby Gives Views on Se- 
curity—Entertainment and Sight- 
seeing Feature Gathering 





ichtseeing and recreation featured 
ar eacention of the Builders Club of 
the Ohio National Life in Yellowstone 
Park. The high light of the convention 
was President Sela —* s talk at 
nquet on “Security. 
tthe development of the need of pro- 
tection and security from primitive 
times was outlined by Mr. Appleby. The 
general principle on which society has 
functioned is that each man. shall attempt 
to provide his own security. Mr. sh 
pleby said that the widespread lack 0 
security does not lie in the uneven dis- 
tribution of income and wealth and he 
opposes artificial means to redistribute 
income or wealth. In all history arti- 
| ficially planned societies have not 


¥, Wyo, FF brought security to state or individuals. 














f his com. Mark Growth in Life Insurance 
‘a- Western I Mr. Appleby cited the marked growth 
t Cowley, of tife insurance in recent years. The 
In August IF institution as it is today could not have 
ber of the ff been created if its goods had not been 
Mr. Tag. properly presented and so foolproof that 
as well as the buyer could not lose. 
ent of his O. C. Norton, Toledo general agent 
Premium and president of the Builders Club, pre- 
} and “not sided at the banquet. Insurance Super- 
ess thn fF intendent Ham of Wyoming discussed 
scheduled “Life Insurance from the Point of View 
Pic “Vol F of a State Insurance Official.” 
tions” 2 At the business meeting G. N. Wade, 
Life Un— manager of the McGregor & Wade 
ton this agency, Harrisburg, Pa., was elected 
he istof president. E, W. Millholland, Colum- 
"N States bus, O., was named vice-president and 
National N. J. Tschantz, Canton, O., general 
; Special agent, was named secretary-treasurer. 
iderwrit- — 
Iress the BUILDERS CLUB NOTES 
on Oc- The Builders Club meeting was unique 
as there was no formal program, sight 
seeing and recreation being the main 
ment of objectives, a ag 
oro 58 Four bus loads of conventioneers that 
clients took a sunrise trip to Mt. Washburn 
oy were surprised by a snowstorm at the 
€ Life’ top of the mountain. 
nced by * Ok Ok 
dent of } : 
“adver: H. H. Shook, medical director, and Guy 
not al: Thiesman, general agent, were so ab- 
that oi sorbed in fishing in Yellowstone Lake 
that they missed the return boat and 
ANCE IS were left on an island five miles from 
up by shore. They built a fire which attracted 
e sales the attention of rangers on the mainland 
ted by who hastened to the island to put out 
the fire. On the way to the convention 
sed by Mr. Shook was taken into the Sioux 
endent Indian tribe and named Chief Running 
super: Bear. 
is de- = © ; 
ng in- Mrs. T. W. Appleby, wife of the presi- 
about dent, was unable to attend the conven- 
tion due to illness. This is the first 
Spe Builders Club meeting that she has 
irried. missed. 
a — Canadian Annuity Rate Is 
Ss Ng ie 
The Temporarily Increased 15% 
olicy- 
-ssler OTTAWA, Sept. 10.—Canadian gov- 
; the _ €rnment annuity rates have been in- 
Wit | cfeased 15 percent as a_ temporary 
ina ' measure until an investigation of mor- 
Mrs tality experience of annuitants is com- 
“thie pleted. A new table of rates will be 
i Prepared in accordance with this expe- 
tual Tience. This action was taken following 


i criticism of the government rates and 
P|) the senate committee’s recommendation 


: i of an increase in rates. From 1908 when 
ne ; the government plan was first estab- 
ced lished until the end of 1935, 22,738 an- 
had | 7 nuity contracts have been issued _repre- 
pe senting $56,661,890 in premiums. During 


> the past few years there has been an 
_ ‘increase in number of contracts issued. 
In 1933-34, there were 2,412 contracts 














for $7,071,430, and in 1934-35, there 
were 3,931 contracts for $13,376,400. The 
senate committee’s report held that the 
contracts were being sold below cost and 
the government was losing $450,000 a 
year, plus the cost of administration. 


~ 


Program Is Completed for 
Office Management Rally 





The complete program for the annual 
conference of the Life Office Manage- 
ment Association at the Wardman Park 
hotel, Washington, D. C., Sept. 30-Oct. 





3 is announced. The chairman for the 
two sessions the first day will be C. K. 
Blackburn, educational secretary, and 
they will deal with the educational 
seminar and the work of the L. O. M. A. 
Institute. 

On the morning of Oct. 1, G. A. 
Hardwick, vice-president Penn Mutual 
Life, who is president of the L. O. M. A., 
will preside. During the afternoon ses- 
sion W. J. Harper, personnel officer 
Metropolitan Life, will be in the chair. 

On the morning of Oct. 2 R. Wells 
Leib, statistician Franklin Life, will pre- 
side and in the afternoon G. A. Clark, 
actuary Equitable Life of Iowa. W. D. 





Owens, vice-president and secretary of 
the Lamar Life, will be in the chair for 
the final session. 

At the beginning of the session, 
Oct. 1, William Montgomery, president 
Acacia Mutual Life, will give the ad- 
dress of welcome. One of the outstand- 
ing features of the meeting this year will 
be an exhibit of office equipment in 
which many innovations will be dis- 
played. 


The Expressmen’s Mutual Life of New 
York has been licensed in Nebraska. 
W. C. Rutherford has been named gen- 
eral agent, with offices in Lincoln. 








Hersert M. Woo ten, President 
Geo. A. Banos, Managing Director 


Harry R. Wmison, Vice-President in Charge of Reinsurance 
Harry V. Wane, Vice-President in Charge of Operations. 


rr Sg 


HE American Central Life Insurance Company and the 

United Mutual Life Insurance Company announce the 
consolidation of these two companies under the joint name of 
the American United Life Insurance Company. This consoli- 
dation will unite two of the oldest life insurance companies 
in the middle west in a single organization having over a 
quarter of a billion dollars of insurance in force and over 
forty-three million dollars in assets. The new company will 


offer both participating and non-participating policies. 


HE Officers and Di 


both companies will continue actively with the new corpora- 
tion and the agency organizations of both companies will 
carry on without change. All policies of insurance in force in 
each company will be assumed by the new company exactly as 


originally written. 
The American United Life Insurance Com- 


pany believes that the demand for life insurance in the fu- 
ture will be even greater than it is at present and that the 
consolidated company will be able to offer its policyholders 


and the insurance-buying public a service excelled by none. 


UNITED MUTUAL LIFE INSURANCE CO., AND AMERICAN CENTRAL LIFE INSURANCE CO. 


MERGING AS 


AMERICAN UNITED LIFE INSURANCE COMPANY 


{A Mutual Corporation } 


INDIANAPOLIS-INDIANA 


Atva M. Lumpkin, Chairman of the Board 


Russe. T. Byers, Investment Vice-President 
Fioyp R. Fisner, Agency Vice-President 


Epwarp A. Horton, Vice-President 


Rosert B. Sturtevant, Vice-President 


rectors of 


Wii A. Jenkins, Secretary 
Henry W. Butrotpn, Treasurer 
WenpELt P. Couen, Actuary 
Frank J. Haicut, Actuary 
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A. L. C. Financial Section to 
Eye Southwest Securities 





MEET IN DALLAS OCT. 138 





Will Consider Status of Railroad, Utility, 
Municipal and Mortgage Invest- 
ments of the Region 





Investment problems of the southwest 
found in the life company portfolio will 
be treated at the annual meeting of the 
Financial Section of the American Life 
Convention in Dallas Oct. 13. Several 
southwestern financial men outside the 
insurance business will speak. Harry V. 
Wade, vice-president American United 
Life of Indianapolis, chairman of the 
séction, will preside. J. E. McPherson, 
treasurer Business Men’s Assurance, is 
secretary. Mr. Wade will open the ses- 
sion with an address. 

C. D. Simmons, investment officer 
University of Texas, will discuss “Texas 
Municipal Bonds.” Owen M. Murray, 
president Murray Investment Company, 
Dallas, will take up “Proper Relation- 
ship Between the Mortgage Loan Corre- 
spondent and the Life Insurance Com- 
pany.” There will be discussion from 
the floor. 


Texas Robertson Law 


“Qualifications of a Utility to Be Ad- 
missible to the Texas Robertson Law” 
will be discussed by Fred F. Florence, 
president Republic National Bank & 
Trust Company and president of the 
Texas Centennial Exposition, with dis- 
cussion following. 

After luncheon, Nathan Adams, presi- 
dent First National Bank of Dallas, will 
talk on “Southwestern Railroad Securi- 
ties.” There will be discussion of the 
general subject. Donald O'Neil, presi- 
dent Donald O’Neil Investment Com- 
pany, Dallas, will take up “Investment 
Status of Texas Municipals,” which will 
be discussed. 

The program will end with a round 
table discussion of southwestern farm 
mortgages, with T. M. Lucas, loan 
officer Southwestern Life, and Harry 
Seay, Jr., treasurer Southland Life, in 
charge. The business session and elec- 
tion of officers will conclude the meeting. 

The annual meeting of the A. L. C., 
starting with the Legal Section on Mon- 
day and Tuesday, will run through Fri- 
day. There will be general sessions 
Wednesday and Thursday, and a final 
general session Friday morning devoted 
to the program of the Agency Section. 
The Industrial Section will meet Thurs- 
day. . 

The executve session of the Convention 





Interest in Obsolescence 
Cover Stirred by German 











NEW YORK, Sept. 10.—Insurance 
companies with head office buildings of 
their own, and especially life companies 
loaning upon urban and suburban prop- 
erties, will be interested in the proposed 
systematic study of building obsoles- 
cence, the causes and proposed remedies. 
Dr. Hans Heymann of Berlin, an econ- 
omist, who has made a study of build- 
ing obsolescence, arrived here some 
days ago, and will address gatherings 
of builders, public officials, financiers, 
underwriters and other interests, and it 
may be that an organization will be 
formed to grant indemnity against prop- 
erty deteriorating. 

The plan under which a well financed 
institution has been granting property 
insurance in Germany for the past 20 
years was related by Dr. Heymann at 
a gathering of public officials, architects, 
economists, bankers and newspaper 
men at the Columbia University Club 
here. While the indemnity has been 
successfully handled in Germany and 
has been suggested in this country, cap- 
ital here has shown no especial interest 
in the subject until now, when follow- 
ing the arrival of Dr. Heymann a num- 
ber of important business interests have 
arranged for conferences with a pos- 
sible view of providing such form of 
coverage in the United States. 


Dr. Heymann Tells Plan 


Dr. Heymann has been associated 
with a leading life company of Germany 
some 15 years. Property life insurance 
means protecting property investment 
against obsolescence, whether as_ to 
buildings or machinery. For an annual 
premium, graded according to the life 
of a structure and its general character 
as determined by experts, the German 
corporation sets by a reserve, sufficient 
to effect desirable building repairs in 
order to maintain a structure in goo 
repair and modern pattern, and in the 
course of years, when it has completely 
outgrown its usefulness, provide for its 
replacement. This perpetuation of the life 
of a property, Dr. Heymann averred, 
not only removes one of the strongest 
arguments against ownership, namely, 
the steady depreciation of value through 
obsolescence, but is of advantage to 
communities in that it maintains con- 








vention dinner will be held Wednesday 
night at the Dallas Country Club. 

golf tournament will be held Monday 
and Tuesday at the Brook Hollow 
Golf Club. Henry Abels, vice-president 
Franklin Life, is in charge as usual. 
Many events are scheduled for visiting 


‘scores the highest percentage of 


Horn Wins App-a-Week 
Award of Fidelity Leaders 





OTHER PRODUCERS HONORED 
D. G. Cranston, Chicago and H. F. 
Wooster, Albany, Get Trophies at 
Meeting in Hot Springs 





The Fidelity Mutual Leaders Club 
convention, held at Hot Springs, Va., 
was climaxed by the presentation of the 
following awards: Eugene M. Horn, 
Harrisburg, Pa., maintained the pace of 
last year as the app-a-week leader, with 
442 consecutive weeks. Others with 
more than a year of continuous produc- 
tion included J. M. Dunn, Wheeling, W. 
Va., 239 weeks; Y. C. Calvert, Colum- 
bia, S. C., 152; Sidney Rice, Indianap- 
olis, 134; Donald Nash, Chicago, 78. 

The library award, made by the man- 
agers association each year to the 
agency that, under certain regulations, 
in- 
crease based on number of agents quali- 
fied for convention in the several Lead- 
ers Club classes, went to the Paul John- 
son agency, Cincinnati. The Heron 
trophy was won by Donald Cranston, 
Chicago. This trophy each year goes 
to the class A producer showing great- 
est percentage of increase in cash pre- 
mium settlements. Mr. Cranston showed 
a gain of 123 percent. 

The President’s trophy, awarded to 
class A member of the club who quali- 
fied the previous club year and whose 
business shows highest ratio of per- 
sistency, went to H. F. Wooster, Al- 
bany, N. Y., with a lapse rate of 0. 








stant assessable values, and at the same 
time affords added security to mort- 
gagees. It would facilitate securing of 
long term mortgages. The insuring 
company is in a position to advise as 
to managerial problems with a view to 
reducing costs and increasing efficiency. 
It further suggests plans for remodeling 
Structures that have become outmoded 
in order to increase their attractiveness. 

Felix Warburg, of the banking firm 
of Kuhn, Loeb & Co., New York, is re- 
puted to be greatly interested in the 
suggested plan of insuring buildings and 
machinery against obsolescence, as suc- 
cessfully operated in Germany for the 
past 20 years. A committee composed 
largely of life company representatives, 
with P. Haid, president Insurance 
Executives Association, representing fire 
interests, has been named to study the 
general proposition with a view to its 








will be held Friday afternoon. The con- 


ladies, including bridge and tours. 





Indianapolis Companies’ 
Merger Plan Progressing 


—__—_. 


STATE DEPARTMENT APPROVgg 





American Central Life and Uniteg Mu. 
tual in Joining Forces Wil] 
Present Strong Front 





Rapid progress is being made jn the 
merger arrangements of the American 
Central Life and the United Mutua] Life 
both of Indianapolis, to be known a 
the American United Life. It js learned 
that negotiations looking toward the 
merger have been under way since lag 
December. Formal printing of the 
merger contract has not yet been com. 
pleted but it is expected that the joint 
agreement will be available within the 
next 10 days. However, it is learned 
that no money is to be taken from the 
assets of either of the merging com: 
panies in connection with the retirement 
of the stock of the American Central 
either now or at any future time. The 
stock will be retired over a period of 
years. out of certain savings coming 
solely from the business of the American 
Central. Similar savings accrued out of 
the business from the United Mutral 
will remain in the treasury of the new 
company. 


Well Balanced Portfolio 


The American United Life will have 
a well rounded, balanced investment 
portfolio of which about 50 percent will 
be in government and municipal bonds, 
the balance in selected industrial, rail. 
road and utility bonds, real estate mort- 
gages and real estate. 

The American Central business is to 
be mutualized and the merged company 
will be a mutual. Based on the indi. 
vidual earnings of the two companies 
last year, the net earned interest on the 
actual invested assets of the combined 
company will place it in an enviable 
position. 


Plans Agency Campaign 


The new company plans to enter an 
active agency campaign and it is con- 
templated that the territory now covered 
by the two companies will be enlarged 
and many new agencies added. An 
active advertising campaign in trade 
journals, general magazines, newspaper, 
radio and out of door facilities is being 
considered. 

(CONTINUED ON LAST PAGE) 








is attracting wide attention and may 
prove epochal in the economic and in- 





introduction into this counry. The idea 


dustrial life of the nation. 








OHIO NATIONAL LIFE AGENTS AT YELLOWSTONE PARK 











Group of delegates and guests attending the Ohio National Life’s convention at Yellowstone National Park. President T. W. Appleby is in 
the bottom row in the center seated on a chair. . 
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Program Is Announced 
for Advertising Meeting 





CONVENTION FOR NEXT WEEK 





' Committee Has Arranged an Excellent 
Schedule of Events for the 
Rye Gathering 





Advertising managers of the leading 


’ fife, fire and casualty companies in the 


| United States and Canada will arrive at 


' the Westchester Country Club, Rye, N. 


y,, Sept. 13, to attend the annual four- 


day meeting of the Insurance Advertis- 
' ing Conference. 


Sunday will be devoted entirely to a 
get-together of the conferees with re- 


The program committee under the 


| chairmanship of D. C. Gibson, Mary- 
' Jand Casualty, and W. L. Lewis of the 
| Agricultural Fire have prepared an in- 


teresting schedule of events. 
Speakers at First Meeting 


At the opening meeting Sept. 14 


' scheduled to speak is J. A. Robinson, 


insurance manager of McKesson & 
Robbins, of New York, who will pre- 
sent the buyer’s attitude toward all 
forms of insurance. Albert E. Haase, 
vice-president and director of sales of 
Rogers-Kellogg-Stillson, of New York, 
formerly managing director of the As- 
sociation of National Advertisers, and 
associate editor of “Printers’ Ink,” will 
discuss “Advertising Agency Develop- 
ment.” The subject of copy-testing 
will be explained by W. S. Townsend 
who conducts an advertising evaluation 
service in New York City. 

Another speaker will be R. L. John- 
son, vice-president of “Time.” He will 
explain why that organization is bring- 
ing out a new magazine and how it 
happened to hit on a picture publication. 

After luncheon the delegates most of 
whom come from other cities will take 
an automobile trip to West Point. 


Palmer Will Be Toastmaster 


_C. A. Palmer, president of the con- 
ference, will be the toastmaster at the 
dinner on Monday night. K. A. Goode, 
advertising consultant, has been invited 
to talk. Other features will be a broad- 
cast. demonstration, with portable 
microphones,’ by the National Broad- 
casting Company, and the production 
of the NBC’s insurance broadcast, “The 
Symphony of Life.” 

On Tuesday morning Deputy Police 
Commissioner Fowler of New York 
City will discuss the New York safety 
drive to reduce deaths and accidents. A 
group meeting of life company repre- 
sentatives and another of fire and cas- 
ualty advertising men will follow. 


Group Meetings 


The life group meeting will be under 
the chairmanship of A, A. Fisk, Pru- 
dential, while the fire and casualty 
group will be conducted by Ray C. 
Dreher of the Boston and Harold Tay- 
lor, of the American. 

On Tuesday evening a gala dinner 
will be served with the president’s re- 
ception preceding the dinner. Frank 
Ennis, America Fore, is chairman of 
the dinner committee. An invitation 
has been sent to J. C. Furnas, author of 
that now famous article “And Sudden 
Death” to attend the dinner. 

New methods of reproduction of ad- 
vertising will be displayed by the com- 
panies. The exhibits committee under 
the direction of A. W. Nelson, pub- 
licity manager of the National Board 
of Fire Underwriters, will show the 
latest designs in insurance literature. 

The election of officers will take place 
on Wednesday morning and the con- 
vention will close with a luncheon in 
honor of the new officers. 

The following subjects will be dis- 


cussed at the life group meeting: 


(CONTINUED ON PAGE 22) 











THE WEEK IN INSURANCE 





Final details of program of National 
Association of Life Underwriters conven- 
tion announced. Pagel 

* * * 


_ Personality sketch of Gage E. Tarbell 
is given by a - oo Pagel 


Life companies anticipate that this fall 
there will be a marked resumption of 
refunding operations on the part of 
various corporations. Pagel 

- i 


Trend is found away from automatic 
reinsurance arrangements and towards 
the facultative se ae Page 12 

; * * 


Program is announced for the meeting 
of the Financial Section of the American 
Life Convention in Dallas Oct. 13. 

Page 8 
* * xX 

New attitude exists today toward the 

problem of financing agents. Page 12 
* *K * 


: Home Life general agents’ conference 
is being held at Hot Springs, Va.. this 


week. Page 6 
* * * 

Ohio National Life holds Builders Club 

convention. Page 7 
* * * 


Officials of the New York Life Top Club 
and $200,000 Club are announced. 
Page 3 
* *K x 
Retirement plan for agents introduced 
by Midland Life. Page 4 





Chairman H. T. Wright reports that 
139 qualified for the Million Dollar Round 
Table this year. Page 2 
; * * * 

Progress made by Provident Life & 
Aecident featured at Atlantic City con- 
vention. a Page 4 


State Mutual Life gives results of its 
studies and changes in the: public atti- 
tude toward life insurance. Page 11 

* * x 

W. S. Penny has been appointed direc- 
tor of agencies of the Sun Life of Mont- 
real in charge of the world-wide agency 
conference. Page 15 

* * * 

Life insurance shows an inerease in 

Pacific Coast territory. Page 15 
* * * 


Merger of the American Central Life 


and United Mutual Life of Indianapolis | 


is now about completed. Page 8 


* OK 


Continental Assurance of Chicago is 
arranging for its silver anniversary 
meeting in that city next week. Page16 

*x* * * 


Illinois Insurance Committee has been 
organized with offices in the Insurance 
Exchange, Chicago, and the St. Nicholas 
hotel at Springfield with Roy L. Davis 





of Chicago as state chairman to promote 
the interests of Ernest Palmer. Pagell 


* * * 


Sprague Eddy of Chicago, resident 
vice-president of the “Insurance Field, 
has resigned to enter the investment 
business in that city. Page 18 

= 2:5 


Midwinter meeting of National Fra- 
ternal Congress to be held in Chicago 
Feb. -22-23. Page 21 

& 2 

Production awards presented at annual 
convention of Fidelity Mutual Leaders 
Club at Hot Springs, Va. Page 8 

* * * 


Convention examination of the Moed- 
ern Woodmen started this week. 
Page 21 
* * * 


Merger of the Lineoln Life & Accident 
of Oklahoma City with the Income Life 


of Louisville is announced. Page 8 
e * & 
Gage E. Tarbell, who was_ made 


famous as head of the Equitable Life 

of New York production and. agency de- 

partment in days gone by, died last week, 
‘ Pages 
* * * 


Gage E. Tarbell’s testimony before the 
famous Armstrong investigating com- 
mittee of New York reviewed. Page 2 

* 


The program has been completed for 
the annual meeting of the Life Office 
Management Association at Washington, 
mC Page 7 

* * * 


Program is announced for the annual 
meeting of the Insurance Advertising 
Conference at Rye, N Page 9 

















One of a series—Giv- 
ing facts about the 
Fidelity. 
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contacts with its field. 
agents succeed. 


HELPS FOR THE AGENT 


Train the new agent, get him into production and then 
give him effective tools to help solve his sales problems. 
That, in brief, is Fidelity’s program for making its agents 
| successful. 


Training comes first—a new and modern course which 
speedily supplies the fundamentals of life insurance and 
of underwriting. 


Next, the new agent is introduced to the Fidelity Lead 
Service through which he secures favorable interviews 
and at once begins to earn an income. This lead service 
has been in operation for twenty-one years and has an 
amazing record of effectiveness. 


Once under way, the agent finds a wide variety of 
material for direct mail use and face to face selling—pre- 
apprach mailings, booklets, folders, leaflets, blotters, cards. 
Not the least of these tools is a series of illustrated proposal 
forms, covering all the principal policy contracts issued by 
the Company—tools particularly resultful in fixing atten- 
tion and providing a track upon which the sales talk 
i smoothly runs. 


The Fidelity is rather proud of its reputation as a 
friendly company won by fifty-eight years of adherence 
to a live-and-let-live policy and sustained by warm human 
Its constant effort is to help its 


DELITY MUTUAL LIFE 
INSURANCE COMPANY ”° 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Indiana Old Timers of 
the John Hancock Mutual 








Representatives of the John Hancock 
Mutual Life in Indiana with a service 
record of 20 years or more have formed 
an organization known as the Twenty 
Year Club. Dan W. Flickinger is gen- 
eral agent. 

Its first meeting was held in Indian- 
apolis. John W. Jay of Fortville, with 
the company over 37 years, was elected 
president; Nicholas Harper of Madison, 
a 34-year service man, vice-president; 
B. A. Burkart of Indianapolis, with the 
agency 23 years, secretary-treasurer. 

Two of those attending observe their 
silver anniversaries this year, E. R. 
Grisell of Indianapolis and John C. 
Irwin of South Bend. Jerome T. Wise 
of Indianapolis marks his 30th year. 
Other charter members are Eugene 
Barnard, Frankfort; Walter Kensler, 
Vincennes; Bert Laurimore, Spencer; 





T. J. Stanton, Gary; A. G. Trusler, Con- 
nersville; Mr, Flickinger, D. W. McBur- 
ney and Ray O. Woods, Indianapolis. 

The agency was established by E. E. 
Flickinger, father of the present general 
agent, in September, 1892, 


Seaboard Life Has Convention 


About 125 attended the annual con- 
vention of the Seaboard Life of Hous- 
ton at Waldemar, Tex. The meeting 
was in charge of President Burke Baker 
and Davis Faulkner, manager of agen- 
cies. It was reported the company, dur- 
ing its club year, had written $5,093,000 
of paid for new business, an increase of 
17 percent, and that the company now 
has $20,618,000 insurance in force, an 
increase of $1,750,000 during the year. 
First year premiums totaled $90,500 as 
compared with $65,000 the year previ- 
ous, while the renewal premium income 
totaled $383,000 as compared with $328,- 
000. 








Finish the selling job 
Your daily paper begins 


The newspapers of the country are waging war on accidents, 
particularly those due to automobiles. They are reporting 
local accidents with absorbing detail. Feature writers are 
marshalling accident statistics in striking fashion. 


are using all the arts of publicity to make people accident 


conscious. 


Accident conscious people can be sold adequate accident 


insurance; they are buying it today as never before. 


Selling accident insurance is worth your while in commis- 
sions. It is moreover prospecting for life insurance. 


upon us for information and sales helps. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


They 


Call 


Greater Surety Protection 
Advocated for Fraternals 





WILL STRENGTHEN SOCIETIES 





Henry W. Nichols Gives Talk at the 
National Fraternal Congress 
in New York City 





Greater use of the protection offered 
under various surety coverages was 
advocated for fraternal societies by 
Henry W. Nichols, general counsel Na- 
tional Surety, who spoke before the legal 
section of the National Fraternal Con- 
gress in New York City. Surety protec- 
tion, he said, in one way or another will 
materially strengthen the financial as 
well as the social structure of the fra- 
ternal organization. 

Qualifying bonds will probably be 
more widely used in the future as there 
is a tendency for states to require these 
bonds of fraternals. Contract bonds will 
protect societies erecting home office 
buildings and constructing and maintain- 
ing hospitals, orphanages and homes for 
the aged. here a society makes loans 
for construction of buildings by others, 
it should consider requiring a bond of 
the owner or borrower guaranteeing 
completion of the building. 

Judicial court bonds are far superior 
to depositing securities or having mem- 
bers sign as individual sureties. Societies 
which, on occasion, benefit from gifts 
provided for in the wills or trusts of 
wealthy members, should protect their 
interests by advising testators to pro- 
vide in their wills that the executor shall 
be covered by a bond. Forgery bonds 
will protect bank accounts; lost instru- 
ment bonds will provide for replacement 
of a security, the original of which can- 
not be located. 


Fidelity Protection Important 


Of special importance to fraternals, 
Mr. Nichols declared, is the need for 
protection against dishonesty and un- 
faithfulness of trusted employes. “De- 
falcations by officers and employes of 
fraternal orders are daily occurrences, 
just as they are in nearly every other 
field where money or its equivalent is in- 
volved. The necessity for such protec- 
tion is so apparent that officers re- 
sponsible for making a decision as to 
whether or not it shall be carried, cer- 
tainly have a very strong moral, if not 
legal, obligation to obtain it. We know 
from experience that no organization is 
immune to possible dishonest acts of its 
officers and employes. Up to the time 
of discovery of trouble, some of these 
defaulters have been the most trusted 
old timers.” 

He pointed out fraternals can obtain 
either individual bonds or a_ single 
schedule fidelity bond, which will cover 
various employes and officers by names 
or positions and for amounts of protec- 
tion stated. The bond should cover 
every reasonable need, he stated, but 
where a situation is unusual it may be 
possible to have a special form written 
to cover it. Mr. Nichols made several 
suggestions as to precautions that should 
be taken by societies in selecting and 
bonding employes and officers. 

Local branches, when selecting a 
treasurer or financial secretary, should 
take into consideration whether or not 
the applicant has the necessary qualifica- 
tions. He said that too often their 
choice is based on number of years they 
have been members of the organization, 
ties of friendship or as a reward for 
services performed. Many such officials 
know very little about keeping books 
and are incompetent so far as arithmetic 
is concerned. They should be properly 
qualified through business experience. 
After they have been chosen, they should 
be bonded by a responsible surety com- 
pany. Taking individuals as sureties is 
a bad practice, he said. It means the 
security is uncertain and when it is most 
needed, it is not there. The bond should 





also be in an appropriate amount, as 


were provided, but the protection ~~ 
insufficient in view of the amount. 
funds handled by the official. « 
Mr. Nichols also suggested that office 
and records of financial officers be rep, 
larly audited by skilled auditors. tT 
often audits are not made at all or are 
made infrequently, and are sometime, 
made by a committee within the Organ. 
ization which may be neither qualifie; 
nor businesslike. A standard form of 
receipt should be provided in duplicate 
to be issued by officers accepting dye, 
assessments and other funds. In many 
cases, the assured has made claim for 
dues alleged to have been paid to the 
treasurer where members involved 4 
not have receipts to show the money 
was paid. Members should be notife; 
to demand these receipts. Friendship 
and fraternal relationship should neve 
be allowed to interfere with good bys. 
ness practices. Receipt books should }. 
examined to see that the receipts are 
being used in chronological order. 


Other Precautions Suggested 


No one official should be allowed t 
issue checks without a counter signa. 
ture; or, better still, a journal voucher 
may be drawn and filed prior to the 
issuance of a check, explaining the check 
in detail, Bank accounts should never 
be carried in the name of an individual 
officer. Inasmuch as meetings are fre. 
quently held in the evening and dues 
and fees are taken in at that time, ade. 
quate provision should be made for tak. 
ing care of funds so received until they 
can be deposited. Mr. Nichols also sug. 
gested making an occasional examina- 
tion into the private lives of financial 
officers. Suspicion may be aroused when 
an official indulges in lavish living or 
possesses luxuries out of all reasonable 
proportion. Finally, when financial 
officers are changed, an audit should be 
made of the outgoing officer’s records 
and accounts and the new officer should 
start his records not only financially 
clean, but physically neat. 

In addition to bonds, the surety com- 
pany also provides protection such as 
safe burglary insurance, messenger rob- 
bery protection and interior holdup in- 
surance, which are particularly pertinent 
to fraternal societies. Other forms of 
collateral protection can be endorsed on 
these contracts at a small additional 
premium. He called attention to a spe- 
cial form of blanket policy devised by 
companies specifically for fraternal so- 
cieties. This contract covers for loss by 
burglary or robbery, of money and 
securities from the time a society re 
ceives them until such time as their 
bank or depository officially accepts 
them. It also has many other provisions 
which cover all circumstances without 
need for any extension of coverage of 
any unusual warranties. Many of these 
policies have been sold and some of the 
large societies have taken a master Con- 
tract for the use and benefit of all their 
lodges. Concluding, Mr. Nichols stated 
that where societies are adequately pro- 
te¢ted and where they are faced ws 
claim, they should be prompt an 
thorough in reporting it to the bonding 
company. “No good surety company 
today wants to avoid the payment of an 
honest loss, but it wants the trouble re- 
ported promptly and completely. = 
is not always done. In bad losses, help 
your insurer with criminal prosecutions 
when reported. A crooked member : 
brother of a fraternal society 1s a croo 
of the first order.” 


—_ 
— 


ACTUARY WANTED 


Wanted by a life company with head 








trial and ordinary life and is not over 45 
years of age. The company is in a pros- 
perous condition and is now in a position 
to expand. Write giving full particulars. 
ADDRESS D-68, NATIONAL UNDERWRITER 











there are many cases where surety bonds 
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Public Attitude Toward 


Life Insurance Reviewed 








TATE MUTUAL SEES CHANGES 





results of Study on Some Trends of 
the Day on Part of 
Policyholders 





The State Mutual Life has studied 
changes in the public’s attitude towards 
‘insurance, indicated by an increased use 
fof settlement options and by a tend- 
ency to buy more retirement insurance 
than formerly. Credit for this awaken- 
‘ing consciousness, the company says, 
probably should be divided between 
efects of the depression, the social se- 
curity legislation and the increased em- 
phasis by underwriters on programming 
and service work. 

In 1929 State Mutual issued 47 per- 
cent by number and 59 percent by 
amount of its endowment insurance on 
some one of its retirement income plans. 
‘This amounted to 6 percent by number 
and 4% percent by amount of total busi- 
ness issued. The business quickly in- 
creased to 65 percent by number and 70 

‘percent by amount compared with total 


' endowments issued; and records for the 


first few months of 1936 show that the 


' proportion of retirement plans to total 
issued business is 14.5 percent by num- 
ber and 13 percent by amount. 


Considering the increase in insurance 


' left under settlement options, the com- 
_ pany learned that whereas only 12 per- 
cent of death and endowment proceeds 
' were being left under options in 1929, 
' so far this year 35 percent of the total 


are disposed in this way—an increase of 
192 percent. 


Illinois Insurance Group 
Takes Up Non-partisan Work 


Illinois politics from an insurance 
standpoint is beginning to boil. This 
week it is announced that the “Illinois 
Insurance Committee” has been organ- 
ized with offices in 466 Insurance Ex- 
change, Chicago, and the St. Nicholas 





_ Hotel, Springfield, with Roy L. Davis 


as state chairman. This is a so-called 
non-partisan group of insurance leaders 
who are greatly interested in the con- 


' tinuation of Ernest Palmer as insurance 


director and therefore they are asking 
people to vote for Governor Horner, 
thus insuring Mr. Palmer’s reappoint- 
ment. Mr. Davis points out that there 
IS nO connection between this commité 
tee and other committees supporting 
Mr. Davis is a mem- 
ber of the firm of W. W. Durham & 
Co. of Chicago, that does a general line 
of insurance business. He is a life in- 
Surance man and is a former president 


_ of the Chicago Life Underwriters Asso- 


ciation, although he is versed in other 
lines of insurance. 

Mr. Davis in issuing his statement 
said that Mr. Palmer has done a re- 
markably fine piece of work, that the 
department has been cleaned out and 
that Illinois has become a model for 
other states insurance-wise. Mr. Davis 
feels so able a public official as Mr. 
Palmer should be continued in office. 

e calls attention to his constructive 
work in revising the life insurance in- 
vestment laws, and getting workable 
and intelligent license laws for agents 
and brokers. One of the big points in 
the Palmer administration, as pointed 
out by Mr. Davis, is the fact that the 
department has been entirely eliminated 
from Political influence and interference. 
us 1s of great interest to policyholders. 
[r. Davis says that Governor Horner 
deserves credit for protecting Mr. Pal- 
mer and the department in this way. 
_Mr. Davis has been associated with 
the Durham insurance agency since 1925. 
1€ was director of sales training for 
the Continental Assurance and Conti- 
nental Casualty for four years. He was 


» 
aU 





a lecturer in the Rockwell School of 
Life Insurance, instructor in life insur- 
ance Central Y. M. C. A. School of 
Commerce at Chicago for five years and 
will have charge of the course this year, 
and a lecturer in Northwestern Univer- 
sity CLU review course for four years. 
He is chairman of the advisory board 
of the Chicago Life Underwriters As- 
sociation. 


To Sell Continental Life Stock 


Federal Judge Davis of St. Louis has 
authorized John W. Snyder, receiver of 
the Grand National Bank, to sell 50,958 
shares of Continental Life Stock to Miss 
Virginia Mays, daughter of Ed Mays, 
former president of the company. 


International Transactions 


WASHINGTON, Sept. 10.— Some 
question has been raised as to the pur- 
pose of the United States Department of 
Commerce in making its investigation 
and printing a report on insurance 
transactions in the balance of interna- 
tional payments of the United States 
1919-35. It is stated that this is merely 
part of a study of the balance of inter- 
national payments which the department 
of commerce undertakes annually. In 
the past, insurance transactions have 
been taken more or less for granted as 








Semi-Annual Statements 








(From June 30, 1936, reports to the Georgia Insurance Department) 


om Six months——, 


Capital Assets Surplus Income Disburse. 
All States, Ala. ....... $ 250,000 $ 976,421 $ 284,296 $ 250,545 $ 272,429 
Afro-American, Fla. .. 169,983 985,963 291,226 70,99 446,569 
Credit. Life, O. ....... 200,000 365,110 103,512 147,676 204,232 
Columbian National... 2,000,000 42,064,098 1,027,633 3,629,364 2,792,546 
Carolina Life ......-+«. 100,000 1,862,646 158,952 598,981 521,809 
Fidelity Mutual ...... cccccoes 109,462,571 6,265,253 10,563,987 7,563,604 
Hercules Life ......... 500,000 30,255,935 532,034 2,605,393 2,744,459 
Wem Mittal ..ccccccs sccecccs 618,345,520 542,550,000*% 67,274,234 41,122,900 
Protective Life ....... 1,000,000 9,326,705 00,000 1,235,288 1,009,840 
WONEEGION op cacccee case 125,000 1,544,099 58,958 680,243 579,68 
Southeastern, S. C...... 200,000 4,925,141 95,282 636,087 99,409 
Sun Life, Kan......,- 2,000,000 733,139,730 6,522,565 83,566,044 55,022,551 
State Mutual, Mass... ........ 165,476,606 10,000,000 15,972,558 11,642,624 
Union Central......... 2,500,000 334,223,803 8,058,657 31,618,897 33,564,721 

INDUSTRIAL 

Atlanta Life, Ga...... 250,000 2,562,949 477,027 968,055 857,064 
Bankers H. & L., Ga... 100,200 1,146,908 151,768 596,265 557,682 
Guaranty Life, Ga.... 100,000 233,498 20,596 111,913 105,113 
Industrial L. & H., Ga. 260,000 1,913,316 276,648 2,245,146 2,148,314 
Pilgrim H. & L., Ga... 100,000 597,140 130,224 424,516 419,195 


*Net premium reserve. 











having amounted to an arbitrary figure. 
Someone discovered that the arbitrary 
figure was out of line and a further 
study of the situation was indicated in 
order that the international balance 
sheet might be accurate. Similar studies 
will be made for a number of other serv- 
ices of international importance. 


Fred R. Breithut Marries 
Fred R. Breithut, one of the agency 
supervisors of the C. J. Zimmerman 
agency of the Connecticut Mutual Life 
in Newark; was married to Mildred M. 
Schopp of Newark, at Elkton, Md., re- 
cently. 





Etc. 








COMPARING ..... . 


the Minnesota Mutual with a group of life insurance 
companies who together have 83% of all life in- 
surance in force . . . our insurance in force has 
gained 11.9% the first six months of 1936 over the 
same period last year while theirs shows a decrease 


of 1.8%. 


A Liberal General Agency Contract. 


Financing Plan for Agency with Accounting Methods That Guide You 
Successfully. 


. A Detailed Plan for Finding . . . Training . . . Financing Men. 
A Unique Supervisory System. 


will be 


SAINT PAUL, MINNESOTA 


We offer these helps to our field force: 


. Tested Sales Helps and Organized Selling Plan. 
. A Policy for Every Purpose . . . Juvenile, Women, Group, Wholesale 


A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office . . . Not too big to KNOW YOU, Yet 
Big Enough to Command Respect Everywhere! 


Our booklet ‘‘FACTS’’ 


sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
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Financing of New Agents 
Advances on Sound Basis 





NEW YORK, Sept. 10.—Financing 
of new agents, which fell violently into 
disfavor when the depression showed up 
the abuses that had come into the prac- 
tice, is coming back on a broad scale, 
but in general is being applied in a far 
more intelligent fashion than in the old 
days of prosperity. The extreme diffi- 
culty of getting new agents of the most 
desirable type who also have sufficient 
resources to carry them through the 
difficult first months was the main fac- 
tor in forcing a recurrence of the financ- 
ing custom. Of course there were 4a 
number of companies and agencies 
which. never abandoned the practice and 
had reasonably good luck with it. 

Too often the general agents’ attitude 
toward financing was that of yielding to 
temptation in a moment of weakness. 
He felt he was doing something that 
was probably unsound, but he would take 
a flier just this once and maybe the 
agent would be sitting at next year’s 
Million Dollar Round Table. The new 
attitude toward financing is that there 
is a genuine need for it and in many 
cases the intelligent application of fi- 
nancing is the only solution to the re- 
cruiting problem. Some awe-inspiring 
mistakes have been made in financing 
in the past and valuable lessons have 
been learned. 


Sensible Middle Course 


There is an increasing belief that a 
sensible middle ground lies between the 
extreme of financing one under any 
circumstances and of handing out draw- 
ing accounts to any likely looking pros- 
pective agent. The problem is to put 
financing on a basis of sound principles 
rather than letting it be the result of 
wishful thinking. 

One general principle that emerges 
from the confusion that surrounded the 
practice of financing agents in the past 
is that the new man must be what in 
fire insurance is called “co-insuror.” In 
other words, he must be taking a good 
part of the risk of his success on his 
own shoulders, If the prospective agent 
is not eager enough for success in life 
insurance selling to make some tempo- 
rary sacrifices in his mode of living and 
to concentrate on getting ahead rather 
than on the size of the drawing account 
he can wangle out of the general agent, 
the chances are very much against his 
succeeding, In fact, the man who in 
his first interview with the general agent 
begins talking about drawing accounts 
and financing is making a very bad start, 
and most general agents recognize this, 


Avoid Financing Too Early 


Another principle that is pretty gener- 
ally followed is to avoid financing at the 
very beginning. If an agent is going to 
be a success he will usually write some 
business during his. first 60 or 90 days. 
However, it-will probably be small busi- 
ness and very likely on a quarterly or 
semi-annual basis. While he may feel 
enthusiastic about his future in the busi- 
ness the net result will be very little 
money in commission checks even for 
some time to come. It is at this point 
that financing is most necessary. The 
new man has proved himself willing to 
work and to have a certain amount of 
aptitude for selling life insurance. He 
has reached a point where there is no 
danger that his debt to the general 
agent will affect his morale. Furthermore 
whatever money he owes is fairly well 
covered by the business he has already 
put on the books. 

Perhaps the most important lesson 
that has been learned about financing is 
that where it is clear to a general agent 
that a new man is not going to make a 
success of the business the thing to do 
is to cancel his contract, charge the loss 
to experience, and stop throwing good 
money after bad. 

One of the main factors in wrecking 
or nearly wrecking some good agencies 


were the hopeless credit risks among 
their agents and then sever the connec- 
tion and forget any attempt to get the 
money back through hoped-for future pro- 
duction by these men. Of course, it is 
eazsy to see now that these optimistic 
methods were doomed to failure, but the 
more alert general agents and managers 
today are doing their best to profit by 
past mistakes in financing. Many of 
them feel that financing on a sensible 
basis has a definite and necessary place 
in their agency picture. Too many 
agency heads, they feel, have shied away 
from financing as being an uncontroll- 
able evil. Like the burned child, those 
in favor of financing are extremely cau- 
tious, but they also have the good sense 
not to stay so far away from the fire 
that they freeze to death. 


W. A. Sullivan Renominated 


in Primary in Washington 





SEATTLE, Sept. 10.—Commissioner 
W. A. Sullivan clinched the Democratic 
nomination against his only _ rival, 
George E. Stokes, in this week’s pri- 
mary. Returns from over half the state 
gave Sullivan a huge majority that con- 
tinued to mount. as the returns came 
in. A real fight developed for the Re- 
publican nomination, Col. George B. 
Lamping, a brother of Evart Lamping, 
Seattle general agent, led C. B. White 
by a slight margin in 1,000 precincts out 
of 2,800. However, White was picking 
up strength outside of Seattle and King 
county, where Lamping has his great- 
est strength. J. O. Rummens, former 
chief deputy under H. O. Fishback, was 
running third in returns. 


Honor J. J. Strickland 


September is “Strickland Month” in 
the Great American Life of San Antonio, 
Tex., the field force making a special 
effort in honor of J. J. Strickland, board 
chairman. 

Renewal premium receipts August 19 
showed an excess over the entire month 
in 1935. 


“The Fraternal Digest” is a complete 
policy-rate-dividend-net cost analysis 
and report of the fraternal orders and 
mutual life associations. Price $2. Order 





Work Is Still Continuing 
on Pacific Mutual Plan 











LOS ANGELES, Sept. 10.—Attorneys 
representing the various groups en- 
-gaged in an effort to reach an agree- 
ment on a plan for rehabilitation of the 
Pacific Mutual Life resumed confer- 
ences Saturday, and indicated that pos- 
sibly it would be another week before 
they could conclude their deliberations. 
The report stated that one reason for 
the delay was the fact that David A. 
Watts, Chicago attorney representing 
Illinois policyholders, has feturned’ to 
Chicago to present various plans to his 
clients. He is expected to return to 
Los Angeles this week, and it was re- 
ported that he might have a new plan 
to present at that time. In the mean- 
time 


Commissioner Carpenter, con- 
servator for the Pacific Mutual, was 
studying various amendments _pro- 


posed at the lawyers’ conferences and 
to Judge Willis on Mr. Carpenter’s plan 
of reorganization. The question of 
whether the Pacific Mutual might be 
merged with another company or re- 
insure its business is under discussion. 

The real issue in the discussion among 
attorneys is the rights of non-cancell- 
able policyholders and_ stockholders 
under any rehabilitation plan. While 
these conferences are going on Com- 
missioner Carpenter as conservator is 
accepting premiums and settling claims. 

Judge Willis, in commenting upon the 
company remarked, “I don’t want to 
stop the functioning of this company. I 
want this business to continue. The 
court is aware of the seriousness of this 
case. Upon its outcome rests the wel- 
fare of some 500,000 of our citizens in 
all parts of the United States, and public 
confidence in the whole institution of 
life insurance is involved.” 

Three actuaries not affiliated with the 
Pacific Mutual are aiding the confer- 
ences, they being Professor Mowbray, 
University of Southern California, who 
was one of the consultant actuaries 
when the non-cancellable premium rates 
were revised after they had been found 
inadequate, and Messrs. Breiby and 
Lundgren of New York. The general 
feeling is that out of the conference will 
come a new plan whereby the non-can- 
cellable policyholders will get larger 
benefits than those scheduled in the or- 
iginal draft. Furthermore it is said that 
the agency force will be protected and 
the stockholders’ position will be clari- 
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Prominent in Claim Meeting 











R, K. METCALF 
At the meeting of the International 


Claim Association at Seigniory, Can., 





during the depression was the unwill- 
ingness of agency heads to decide which 


the first three days of next week, R. K. 
Metcalf, head of the claim department 








H, S. DON CARLOS 


of the Connecticut General Life, who 
is president, will be in charge. H. S. 


Facultative Reinsurance 


Liked by Ceding Carrie, 


NO COMEBACK ON AUTOMATy 





Opinion of Reinsuring Companies }, 
Held Desirable; Air Mail Cuts 
Handling Delays 





NEW YORK, Sept. 10. — Increa; 
production. by life companies thro oh 
out the country so far this year has te 
sulted in an improved rejection rate, 
there seems little prospect that ayto 
matic reinsurance, which was wide 
popular before the depression, will gj 
much headway for a long time to con, 

While the main reason against a conte 
back of automatic reinsurance is the », 
titude of reinsuring companies, it js jp, 
teresting that another factor is the c¢, 
ing companies often prefer to submj 
their cases facultatively so as to gq 
the benefit of the reinsuring company’s 
judgment on the case. Sometimes ty 
ceding company is a smaller organiz;. 
tion which wants to get the benefit of, 
larger company’s broader experience, :). 
though often there is not so much di. 
ference in the size of the companies ap; 
it is merely a case of feeling that ty, 
heads are better than one. The latte 
applies particularly where the ceding 
company has had an unfavorable EXDE- 
rience on a certain type of risk whic) 
it believes may unduly bias its judgmen, 


Time Element Less of a Factor 


The time element was an importa 
consideration in favoring automatic rein 


with the improvement in means of com. 
munication, particularly the rapidity 
the air mail, the delay caused by having 
to submit cases facultatively tends to 
become a negligible item. 


business, as compared with retained 


the depression. It is, of course, tied up 
with the increasingly bad mortality o 
large risks which was perceived well in 
advance of the onset of the depressioz, 
Until about the end of 1927 reinsured 
business was almost as good as retained 
business but since 1927 reinsured bus: 
ness has had a much higher mortality. 
_Reinsured business issued in the last 
three or four years has shown a good 
mortality and it is believed that it will 
continue good. The worst mortality o2 
reinsured cases was largely on bus: 
ness issued in the last few years of the 
boom and the first years of the depre:- 
sion, before companies had learned their 
lesson on large cases. Even the large 
risks issued since around 1932 will prob- 
ably turn out all right, it is felt. 


New Group Book Issued 


The Graphic Arts Press, 914 Twentieth 
street, N. W., Washington, D. C., hes 
issued a new book entitled “Private 
Group Retirement Plan” by Dr. B. =. 
Wyatt. He has become identified with 
the social security board at Washingtoa 
as technical adviser and director of tht 
Bureau of Federal Old Age Benefits. 

In the book the author describes how 
to set up a satisfactory private pensic2 
program and outlines the various pet 
sonnel problems which seem to hecess 
tate such programs. In the interprets 






surance as against facultative. However § 


Unfavorable experience on reinsurel F 


business, cannot be attributed entirely tof 





tion of the role of private pension plans, 
he discusses the practices adopted by i= 


administered plans for the dovetailing 
of private plans with the federal social 


$2.50. 





Vv. <A. Marshalls Nebraska agency, 
Bankers Life of Nebraska, sold $512.00! 
insurance during the first six months ¢ 
the year, as compared with a 1935 total 
of $657,000. Average premiums were 





Don Carlos of the Travelers, a former 
president, is program chairman. 


increased and only 17 percent of sales 
were term. 


surance companies and trustees of sel! | 





security program. The book sells for 7 
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Pacific Coast Agencies Are 
Showing Fine Increases 


—_—_— 


| OFFICES MUCH ENCOURAGED 





| Little Twisting Is Noticed Growing Out 
of the Pacific Mutual Life’s 
Unfortunate Condition 





' NEW YORK, Sept. 10.—In spite of 
the blow dealt the institution of life 


insurance by the Pacific Mutual situation, 


Pacific: coast agencies of various other 
companies report an increase in: busi- 
ness that is consistent with the normal 
return to more prosperous times. 

The fact that this increase is only con- 
current with the economic trend and 
not above it indicates the existence of 
fair play among the agents on the west 
coast and that there has been little, if 
any, “twisting.” It is to be expected 
that a certain amount of new business, 
part of which would ordinarily go to 
the Pacific Mutual, is proportioned 
among other companies. 


Agencies Forging Ahead 


While no remarkable production rec- 
ord has been established, companies in 
the east report all of their Pacific Coast 
agencies as going ahead. It must be 
borne in mind that money is not as free 
in the west as it is in some other parts 
of the country. 

The reorganization of the Pacific Mu- 
tual is not regarded by agents of other 
companies as something to be played 
upon, but all hands are extended to 
strengthen it and by so doing protect 
the complex structure of life insurance. 


Pink Warns Policyholders 
Against Too Hasty Action 





Warning to policyholders against 
half-truths frequently found in books, 
articles and magazines criticizing life in- 
surance is given by Superintendent Pink 
of New York in reply to a communica- 
tion from R. G. Engelsman, president 
Life Underwriters Association of New 
York City. Superintendent Pink stated 
it is a misdemeanor under New York 
law to make incomplete comparisons of 
insurance contracts. He said the insur- 
ance men should not be too resentful 
over criticism; for no institutions is per- 
fect. However, he found that the diffi- 
culty with articles -criticising insurance 
is not that they display a hostile atti- 
tude, but that they do not give complete 
facts. “Half the truth sometimes does 
more damage than an outright attack,” 
Mr. Pink said. He suggested appoint- 
ment of a committee of five leading life 
insurance authorities by the association 
to give impartial authoritative advice to 
policyholders about their insurance. The 
department frequently is asked, Mr. 
Pink said, for advice on transferring 
trom one form of policy to another as 
Suggested in recent publications. It is 
imperative the policyholder should get 
all the facts from an authority on life 
insurance, 

In some instances certain benefits 
may be derived from modifying the life 
msurance program, but in many cases it 
will be detrimental to the policyholder 
as policies often contain valuable op- 
tions no longer obtainable. In any event 
the policyholder, he said, should not 
take hasty action. 


Sales Increases Reported 
H. A. Austin, Kansas City, Prudential 
—More than twice as many applica- 
tons produced in June, July and August 
of this year as a year ago. 


A. M. Embry, Kansas City, Equitable 
of New York—During its annual educa- 
tional conference campaign, July 1-Aug. 
25, the agency wrote $4,124,000 on 1,529 
applications, as against less than $4,000,- 
000 last year. For the year so far, 
exclusive of January, the agency is 10 
percent ahead. 








Finds Contrasts 
in Selling Style. 
in Chicago; N. Y. 


By R. B. MITCHELL 


Similar in many respects, the nation’s 
two largest cities nevertheless exhibit 
some interesting differences as arenas 
for the life insurance agent. The main 
difference is that New York is a broker’s 
town. This is not to say that despite the 
large volume of life business done by 
out-and-out brokers in New York that a 
very large volume is not also done by 
full time life men. However, there is in 
New York more of a tendency to follow 
the broker’s philosophy of selling. It 
might be summed up as indirect action 
as opposed to the direct action which is 
typical of the salesman. 

A New York City broker has coined 
the term “finagling order-taker.” By this 
irreverent designation he was trying to 
indicate that the broker’s function is not 
so much to make sales by selling as by 
being the right man and being on hand 
at right time. 





Role of Personal Friendship 


In Chicago on the other hand busi- 
ness men are less inclined to buy from 
a salesman because they have known 
him personally for many years, or be- 
cause they play golf at the same club, or 
because of an introduction through a 
mutual friend. The Chicago man ex- 
pects to be sold and if the salesman does 
a good job, the prospect is quite likely 
to buy on what he believes to be the 
merits of the case rather than on per- 
sonal considerations. 

A New York prospect getting the 
same kind of sales talk would be much 
more likely to consider that he was be- 
ing pushed around, subjected to high 
pressure and consequently would be- 
come distrustful and start looking for 
the nigger in the woodpile. There is no 
point in arguing which sales method is 
the best, the broker method or the sales- 
man method, since each is the product 
of a particular environment. Smart 
agents in Chicago combine as much of 
the indirect selling methods of the 
broker as they can with their straight 
salesmanship and the abler New York 
agents put as much forcefulness into 
their selling as they dare without en- 
dangering the contacts which they have 
built through the indirect form of 
strategy. 


New York Closer to British Traditions 


The need in New York of more de- 
pendence on contacts and less on straight 
salesmanship probably springs from 
New York’s being an older center than 
Chicago and closer to the traditional 
British conservatism about taking up 
with new people. Then, too, New York 
is full of executives who have been pro- 
moted to posts there and feel that they 
have “arrived”. They are often prone 
to feel that they must surround them- 
selves with aloofness and dignity and 
make themselves extremely hard to see. 
This attitude calls for the broker type 
of sales strategy, with its emphasis on 
gaining contact rather than on selling. 

It is for this reason that in New York 
it is somewhat harder for the new in- 
surance man to get a toe hold than in 
Chicago. On the other hand, if the new 
agent.can get past the early discouraging 
years while building a loyal clientele, 
this same spirit of aloofness works in his 
favor for it prevents other agents from 
getting a hearing with his clients and 
even if they do succeed in presenting a 
proposition, the client will probably turn 
it over to the fortunate agent, whom he 
considers to be “my insurance man.” 


Selling One Company 


As might be expected, the Chicago 
agents, both in the life and general 
insurance fields, are much more prone 
to sell one company, while in New York 
the tendency is to give the prospective 
buyer the choice of several companies 
or any other he cares to name. The New 


York agent usually has one company 
as his first choice, but if his prospect 
seems to prefer another, there is not 
likely to be very much argument for 
sticking to the company originally sug- 
gested. General agents in New York 
are aware of this and, while they de- 
plore it, don’t do very much about it. 
In Chicago ‘there is considerably more 
strictness and an agent who places a 
case with another company which his 
own company might take may have to 
do a good deal of explaining. 

The same situation applies to solici- 
tors in the fire and casualty field. For 
example, the New York City broker 
may place his fire business in one office, 
his compensation in another, his auto- 
mobile business in a third and his surety 
lines in a fourth agency. The same man 
operating in Chicago would probably be 
tied up with one of the large insurance 
offices and place all his business as a 
matter of course with the compamies 
represented by this office. Even his life 
insurance business would be handléd 
there as most of the Chicago offices 
have some life insurance outlet, quite a 
few of them having general agencies of 
life companies. 

Because of the emphasis on salesman- 
ship rather than on contacts, Chicago 
insurance men probably work somewhat 





harder than New York insurance men. 
However, the latter do a good deal of 
socializing which may or may not be 
looked upon as work, depending on 
whether the agent likes this sort of ac- 
tivity or whether it is pretty much of 
a. chore for. him. 

Another difference in the two cities is 
the ease of getting around from one 
call to another. If an agent’s business 
is primarily in Chicago’s loop district, 
he wastes very little time between calls 
as thé offices’ dre close together and 
within: easy walking distance. If his 
calls are scattered outside the loop, he 
probably. uses up a good deal of time 
getting from one to another. In New 
York ' the difference’ between one sec- 
tion 6f town and another is not so 
marked. New York’s business sec- 
tion is spread over an area far larger 
than Chicago’s loop, but transportation 
facilities, particularly the subways, make 
it easy to get from one section to an- 
other. 


J. S. Knight, manager home office 
agency Standard Life of Jackson, Miss.— 
Has produced one or more applications 
a week for 280 consecutive weeks. Since 
appointment as agency manager, Mr. 
Knight has continued production and led 
the field for two and one-half years. 
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plus fund that will be a solid ballast. 
Never before has there been so great a 


band its resources and to create a sur- need for adequate surplus and resery 








Gage E. Tarbell—A Builder 


THE death of Gace E. TarBeLt in New 
York City, nearing the age of 80, recalls 
to mind a very magnetic, successful, color- 
ful and forceful figure in life insurance in 
days gone by. He was a contemporary 
of Georce W. PERKINS, vice-president of 
the New York Lire, and the two were 
outstanding in the field of production and 
agency management in their day. During 
the era when these two giants strode 
across the field the agency departments 
were not as well ordered, systematized 
and standardized as today. There was no 
Lire INSURANCE SALES RESEARCH BUREAU, 
no life agency officers association and there 
was very little conference among agency 
officials. 

Every company was out for itself. The 
head of an agency department had to play 
his own game, deal with the business in 
the raw, act independently of others and 
rely very much on his own resources. 
Therefore men like TarBeELL and PERKINS 
became field generals by their native right. 
It was up to them to devise means and 
ways of helping agents, getting business, 
of stimulating men, keeping the machinery 
going at full speed. 

Mr. TARBELL in his early training laid 
the foundation for his successful career as 
head of the agency department of the 
EguitaBle. He taught school for a year, 
then began to study law and practiced for 
four years. He started in as an agent 
for the EqQuirasLe, later became a man- 
ager and finally was located at Chicago 
as resident secretary in charge of three 
states. He received a substantial educa- 
tion in field work. He knew his life in- 
surance. He was acquainted with field 
problems and realized what were the ob- 
stacles that confronted him. 


When he went to the home office he 
displayed that almost uncanny ability so 
often revealed by him to handle, guide and 
improve people. He had a real under- 
standing of those associated with him. He 
surrounded himself with capable lieuten- 
ants. He did not try to “hog” his depart- 
ment. He believed in extending author- 
ity and he did not hesitate to give a man 
plenty of hope when he knew that he 
was trustworthy and possesed ability. 

Mr. TArBELL saw the desirability of in- 
troducing into life insurance sales work 
some educational training. In 1910 he orig- 
inated the first class to take the EQUITABLE 
educational course. He believed that if 
he could get the right kind of college bred 
men he could develop them into real life 
insurance salesmen by having them con- 
centrate on life insurance sales. 

Mr. TarsBELL did not ask men in the 
field to do more than he had been willing 
to do himself. He had been successful as 
a solicitor. He was a million dollar pro- 
ducer in his day, which at that time was 
counted an almost unprecedented accom- 
plishment. 

In recent years after he left the real 
estate field, he having resigned the Eourrt- 
ABLE to become head of the GARDEN CITY 
ReaLt Estate CoMpany, he became con- 
sultant in the agency department and dur- 
ing the last few years he had spoken at 
many EQUITABLE meetings. He emitted 
sparks from that old fire, enthusiasm, re- 
sourcefulness and energy that he displayed 
so successfully in days gone by. His last 
appearance was at the conference at Lake 
Wawasee, Ind., about two weeks ago. 

Mr, TarBeEty left his impress on field 
work. He was a pioneer, a builder, a 
foundation maker. 


Necessity for Adequate Surplus 


WueEn the New York legislature and 
state authorities, following the Arm- 
strong investigation, were insisting on 
life companies cutting down their largé 
surplus accounts and having but a 10 
percent margin, the late Henry B. Hype, 
who was president of the EguitasBLe LIFE 
of New York, protested on the ground 
that a life company needed a surplus 


ample to meet all emergencies and to 
protect policyholders against unseen 
contingencies that might cause a heavy 
jolt. 


At that time companies had rather 
large surpluses because they were writ- 
ing tontine business and the funds had 
accumulated for the payment of deferred 
dividends. The authorities then felt that 
the tontine system was undesirable and 
the New York legislature passed the 


compulsory annual dividend distribution 
Statute. The object then was to re- 
duce the surplus so that there v,ould 
not be an extraordinary amount of 
money on hand to invite extravagance. 

Be that as it may, the serious experi- 
ences through which companies have 
passed since that time have certainly 
shown the wisdom of Mr. Hype in his 
contention. Life companies have been 
tested and tried to the utmost. They 
have been subjected to influences of a 
decidedly destructive and disintegrating 
nature. There have been enormous calls 
on their exchequers. Contingencies 
have arisen in recent years that were 
entirely unforeseen and unheard of. Life 
companies today are confronted with 
problems of a major nature. It cer- 
tainly behooves every institution to hus- 





- 





PERSONAL SIDE OF BUSINESS 





Fred P. Metzger, president of the 
American Home Life of Topeka, suf- 
fered a heart attack while on a worl 
tour. He is accompanied by Mrs. Metz- 
ger. They are cutting short their trip 
and plan to land in New York about 
Sept. 14. Mr. Metzger was stricken at 
Alexandria, Egypt, and was placed -un- 
der care of the ship’s doctor. They left 
early in June for their fourth world 
cruise and did not plan to return to 
Topeka until later this fall. 

Walter A. Robinson, popular and 
widely known actuary of the Ohio de- 
partment, was tendered a birthday sur- 
prise by the members of the depart- 
ment. Each member of the department 
presented him with a gift, purchased 
with discrimination and great cost in 
the 5-and-10-cent stores in Columbus. 
Having resisted all these years the wiles 
and blandishments of womankind, Mr. 
Robinson has no family of his own, so 
he is planning to distribute the gifts 
among his nephews and nieces. In ad- 
dition to the gifts, Mr. Robinson re- 
ceived the congratulations and good 
wishes of many friends. 

E. A. Roberts, vice-president and gen- 
eral counsel of the Minnesota Mutual 
Life, will attend the national community 
chest meetings in Washington, D. C., 
Sept. 17-18. He is chairman of the St. 
Paul chest campaign this year. 


T. P. McCormack, general agent 
Aetna Life, Cincinnati, is back at his 
desk a few hours each day after an ab- 
sence of several weeks occasioned by 
an attack of pneumonia, which prevented 
him from attending the Aetna’s conven- 
tion at Hot Springs, Va. 


“Equitable Agency Items,” house or- 
gan of the Equitable Life of New York, 
in its issue of Sept. 7 calls attention to 
the fact that that number was its 1500th, 
the publication starting in 1907. Secre- 
tary William Alexander is editor and 
Arthur Reddall, assistant secretary, is 
associate editor. It is one of the best 
edited and most versatile of the house 
organs. The Equitable people derive 
much benefit from it. It has a circula- 
ticn of 10,000. 


M. J. Cleary, president Northwestern 
Mutual Life, has been named as a mem- 
ber of a national citizens’ committee to 
back campaigns for voluntary welfare 
services in 330 American cities this 
autumn. Mr. Cleary has been a leader 
in the Milwaukee Community Fund 
work for many years. 


L. J. Fohr, Chicago general agent 
Connecticut Mutual, has gone on an ex- 
tended European trip to be away until 
late in October. 


Willard King, former Michigan life 
insurance man who at one time was 
superintendent of agents of the Agri- 
cultural Life and later was head of the 
agency department of the Detroit Life, 
was in Chicago this week. He was man- 
ager of the North American Life of Chi- 
cago at Detroit when he became assist- 





September 11, 1935 ceptemb' 
= 
—_— 
funds as today, and these should j eae: 8 
husbanded with greatest care. 
a — 
———= Made 
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Charles E. Schadd, manager of th: An in 
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M. L. Woodward, who retired on Jan, 
1 as Detroit general agent for the North. 
western Mutual, was honored by the 
Associated Life General Agents & Man. 
agers of Detroit at a luncheon when he 
returned to the city after an absence of 
eight months during which he rested jn 
Ontario. wt 

Miss Bonnie Longley, secretary to L, 
W. Rhodes, manager home office life 
department of Interstate Life & Acci- 
dent, and president of the Tennessee 
Association of Life Underwriters, has 
been married to Lewis Varnell of Chat. 
tanooga. Mrs. Varnell will remain as 
Mr. Rhodes’ ‘secretary. 


Frederick C. Blanchard, 79, for many 
years a director and supervisor of law 
in the home office of the Prudential, 
died at the home of a daughter in Holly. 
wood, Cal., from complications resulting 
from advanced age. Following his re- 
tirement from active business, Mr. 
Blanchard went to Los Angeles in 1924 
and made his home with his daughter 
and son-in-law, Mr. and Mrs. Harold 
Hurlbut. The Prudential was founded 
jointly by Mr. Blanchard’s father, Noah 
F. Blanchard, and John F. Dryden, each 
of whom served as president of the com- 
pany. 


A. G. Janszen of the San Antonio, 
Tex., agency of the Jefferson Standard 
Life, in August observed his 20th anni- 
versary with the company, having joined 
after an interview with President Julian 
Price, then agency manager. His aver- 
age annual production for the 20 years 
has been better than $250,000, and he 
now has exposed business amounting to 
approximately $4,000,000. He has been 
a member of the “Ap-A-Week Club” for 
210 weeks. 


Gerard S. Nollen, president of the 
Bankers Life of Des Moines, has been 
named a member of the National Citi- 
zens Committee of the 1936 Mobilization 
for Human Needs, which will back cam- 
paigns for support of voluntary welfare 
services in 330 United States cities this 
autumn. 
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H. W. Foskett, assistant treasurer 
Equitable Life of Iowa, will be general 
chairman of the Des Moines 1936 com- 
munity chest campaign. 








Life Notes 

A. H. Hopkins, San Antonio gen- 
eral agent of the Mid-Continent Life, is 
again able to be in his office after sev- 
eral weeks spent in the hospital because 
of a serious stomach ailment. 

Salendon Bennett of the Hillis Rhyan 
general agency of the Guardian Life in 
Milwaukee, is a candidate for state sena- 
tor on the Republican ticket. 
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NEWS OF THE COMPANIES 





W.S. Penny Promotion Made 





Made Director of Agencies for Sun 
Life in Charge of World Wide 
Operations 





An important change in the agency 
department of the Sun Life of Canada is 
announced with the appointment of W. 
S, Penny to be a senior officer with the 
title of director of agencies. He will 
have full charge of the world-wide 
agency forces of the Sun Life under the 

















W. S. PENNY 


new arrangement. He was formerly in 
charge of the Canadian division. 

He joined the company 24 years ago, 
following graduation from McGill Uni- 
versity at Montreal, entering the actu- 
arial department. He left to serve over- 
seas, returning to the Sun Life after the 
war, joining the agency department 
shortly after his return. After a brief 
Stay in that department he was trans- 
ferred to western Ontario under John 
A. Tory, supervisor at Toronto. Later 
he was transfered to the Canadian de- 
partment at the head office by J. C. 
Tory, who was the senior officer in 
charge of agency organization at that 
ime, 

J. A. McAllister, a graduate of Al- 
berta University, Edmonton, who joined 
the company as an agent at Edmonton 
in 1924, has been appointed superinten- 
dent to succeed Mr. Penny in the Ca- 
nadian field. Mr. McAllister was a lead- 
Ing representative of the Edmonton 
branch for a number of years, until his 
appointment as unit manager in 1926. 
A year later he was transferred to the 
head office as secretary of Canadian 
agencies and some time after was ap- 


















Pointed inspector of Canadian agencies. 
He was later made assistant superin- 
tendent in the Canadian field. Mr. Mc- 
Allister was president of the Students’ 
Union of Alberta University and while 
there took an active part in athletics, 
being a member of the western Canada 
Rugby champions and also was on the 
team of the Edmonton Esquimos, Do- 
munion of Canada Rugby finalists. 





Lincoln L. & A. Is Merged 


The Lincoln Life & Accident of Okla- 
homa City has merged with the Income 
Life. of Kentucky, with headquarters in 
Louisville. The merged companies will 
Operate as the Lincoln Income Life, 
with P. K. Smith, former president of 
the Lincoln Life & Accident, as chair- 
man of the board. A. L. Noe, president 
of the Income Life, was elected presi- 
dent of the new organization. Vice- 
presidents of the merged company will 
include John T. Acree, and John T. 





Acree, Jr., former vice-presidents of the 
Lincoln Life, and Luther F. Carson, 
former vice-president of the Income 
Life. M. C. Alford, former secretary- 
treasurer of the Income Life, has the 
same position with the new company, 
with W. J. Durkee, former secretary- 
treasurer of the Lincoln, as his -assist- 
ant. Dr. Lytle Atherton is medical di- 
rector of the merged organization. The 
capital will be $100,000 with approxi- 
mately $250,000 assets. The new com- 
pany will write ordinary life and indus- 
trial insurance. It has $2,000,000 of or- 
dinary life in force and between $8,000 
and $9,000 weekly industrial insurance 
premiums. 

J. F. Jones has been appointed dis- 
trict manager at Oklahoma City; D. A. 
Hughes at Tulsa; A. S. Jones at Mus- 
kogee district; R. G. Wilson at Mc- 
Alester; C. Ford at Lawton and T. W. 
Payton at Ardmore. 

Prior to establishment of the Income 
Life, Mr. Noe was home office manager 
of the Commonwealth Life and for 
many years was general agent State Mu- 
tual Life. Mr. Smith, a former Ken- 
tuckian, was formerly with the Ken- 
tucky Central Life & Accident of An- 
chorage, and for a time served as dis- 
trict manager for .that company at 
Owensboro, Ky. He organized the Lin- 
coln company in 1916. 





Pyramid Life Report 

The Pyramid Life of Arkansas re- 
ports $1,311,914 in assets as of Aug. 18; 
$201,952 capital and surplus and $11,- 
115,990 insurance in force. The com- 
pany is celebrating its 11th anniversary. 
It is actively established in Texas and 
Oklahoma, having doubled its produc- 
tion in the latter states in the first half 
of 1936. 





Promote Jefferson National 


In the “want ad” columns of some 
of the Chicago newspapers lately have 
been insertions in behalf of the “Jeffer- 
son National Life,” seeking security 
salesmen. 

M. E. O’Brien, who organized the 
Detroit Life, later was with the Amer- 
ican Life of Detroit and is now Detroit 
manager of the Service Life of Omaha, 
started to promote a company by the 
name of the Jefferson National Life in 
Michigan in 1933. The Michigan de- 
partment states that the original cor- 
poration of this name has been com- 
petely liquidated and the receivers are 
in charge as of July 3, 1935. The com- 
pany was started just before the bank 
holiday in 1933. Money paid on stock 
subscriptions was returned. 

Michigan department officials state 
that if this promotion is now being re- 
vived, its offices must be domiciled in 
some other state, as there is absolutely 
no information in Michigan which would 
indicate an effort along this line was 
being launched in that state. 








News of Pacific 
Coast States 
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Coast Business Is Increasing 





Life Insurance Sales in Pacific Terri- 
tory Have Shown an Upward 
Turn This Year 





SAN FRANCISCO, Sept. 10.—Life 
insurance sales in the territory super- 
vised by the San Francisco offices of the 
companies maintaining agencies here 
are approximately 25 percent higher for 
the first six months of 1936 compared 
with last year. This estimate is based 


on a survey of the majority of the 
“large” and “small” offices in the city. 

Some offices report that their month 
by month writings have consistently 
averaged increases ranging from 5 to as 
high as 50 per cent; some of the well 
established agencies report increases 
averaging 60 percent for the year to 
date. One agency reports consistent in- 
creases of more than 20 percent for the 
past 13 consecutive months. 

Recruiting of new agents appears to 
be the principal activity of many of the 
agencies, with some success. On the 
other hand, many of the general agents 
and managers of San Francisco are de- 
voting considerable time and thought to 
educational activities aimed at restoring 
old agents back to a high level of per- 
sonal production while also preparing 
the new men for more effective work in 
the field as they gain experience. 

It is noted also that many are devot- 
ing more study to economic conditions, 
legislation and other factors which tend 
to have some influence upon the busi- 
ness, using advantageous developments 
as stimuli in further developing the field. 

The general tone of the business is 
much more optimistic than this time last 
year and the fraternity can be described 
as advancing “eyes front,” with the gen- 
eral anticipation that 1936 totals will 
present a new high volume for the past 
six years. 





Enlarges Loan Activities 


The Occidental Life of Los Angeles 
has entered the field of home financing 
in the Portland, Ore., territory, cooperat- 
ing with the Federal Housing Adminis- 
tration. Robert H. Strong & Associates 
of Portland was named local loan corre- 
spondent in the territory. 


W. M. Saint, Pacific Coast field in- 
structor, Northwestern National Life, has 
been in Portland, Ore., instructing agents 
of the W. Biddle Combs agency. He is 
now in Marshfield, Ore., conducting 
classes for the S. C. Hinds agency. Later 
he will go on to San Francisco and Los 
Angeles. 











NEWS OF LIFE POLICIES 
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Dividend Scales Applicable 
to Two Forms Are Announced 


Dividends for the pension bond matur- 
ing at age 65. and the special reconstruc- 
tion policy are announced by the Minne- 
sota Mutual Life. The scale, showing 
total dividends by five year periods plus 
interest, is: - 


Special Reconstruction Policy 





Age 5 10 15 20 
Mis ccsdeues $ 62 $155 $293 $486 
We wdedscgce 67 167 315 521 
Me vecdaun en 73 182 342 565 
OD scccences 80 200 37 620 
Oe Siteccccs 89 223 419 691 
MNGceeaneee 101 253 475 182 
Me anceecuss 116 292 547 900 
Oe sicedsees 138 345 646 1061 
Pension Bond Mat. at 65 
Age 10 15 2@ Age 10 15 20 
10 $3 $5 $13 35 $ 24 $ 44 13 
5 5 10 0 40 35 64 110 
2 8 15 30 45 49 89 6153 
25 12 23 42 50 84 150 are 
30 18 32 58 55 137 <a aad 





Pyramid Life, Arkansas 


The Pyramid Life of Arkansas has 
issued a new low cost “ideal protection” 
policy to celebrate its 11th anniversary. 





Round Table Organized 


The Leaders Round Table of San An- 
tonio, Tex., has been organized with C. 
C. Wolfe, Union Central Life, president; 
H. L. Bridgman, Great American Life, 
vice-president; and Alex. H. Pegues, 
Connecticut Mutual Life, secretary and 
treasurer. The present membership is 
16. 
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A recent newspaper feature emphasizes 
the value to life underwriters of correct 
pronunciation, especially of words iden- 
tified with their business. 
instance, guard against accenting “in- 
SURance as “INsurance; 
“lyfe.” Disagreeable, such blunders, to 
many ears; often disastrous to prospect- 


Let them, for 


.” 


“life” as 











Development of a pleasant personality, 
potent aid to any salesman, can be 
greatly advanced by precision in pro- 
nunciation. No life underwriter, thanks 
to the dictionary, need offend by contrary 
practice. Nor should any be offended by 
this admonition. 
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What 
Has Helped to 
Stabilize 
Market Values? 


ALIFE 
INSURANCE! 


Twenty-three billions 
of the wealth of the 
Nation have been de- 
posited with Life In- 
surance companies. 
This money has been 
invested in bonds, real 
estate and other forms 
of security. Had cir- 
cumstances forced these 
holdings into liquida- 
tion during the past 
five or six years, the 
‘depression might have 
reached extremes far 
more Serious. 

But this great pool of 
capital wasinthestrong 
hands of companies 
which arenot primarily 
concerned with the 
fluctuations of the 
market*and which can 
afford to think of long- 
time trends even in 
days of economic un- 
certainty. Under such 
circumstances, the in- 
vested assets of Life-;.:: 
Insurance companies 
help to cushion the 
shocks and stabilize 
market values. 


% Alt no time has Re- 
liance Life ever had 
to borrow money from 
any source. All claims 
and other obligations 
are paid out of cur- 
rent income. 








RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


SALES MEETINGS 





Metropolitan Western Meets 





President Leroy A. Lincoln Heads Offi- 
cials Conducting Series of Coast 
Gatherings for Producers 





Making his initial appearance before 
agents of the company in the Pacific 
Coast territory since his elevation to the 
presidency last March, Leroy A. Lin- 
coln, president Metropolitan Life, ac- 
companied by other home office officials, 
including Frederic W. Ecker, Ernest H. 
Wilkes and Henry E. North, vice-presi- 
dents, spoke before a sales congress for 
leading producers from Montana, Idaho, 
Colorado and Utah, in Yellowstone Na- 
tional Park. Delegates from the Pacific 
Coast head offices were: F. J. Williams, 
second vice-president; John H. Almy, 
superintendent of agencies; Dana D. 
Beardslee, manager of publications; R. 
H. Nash, manager field education and 
sales promotion, and George Quinzer, 
agency supervisor. 

Following the Yellowstone meeting 
officials left for Victoria, B. C., for a 
similar sales congress with leading 
agents of Washington, Oregon and Brit- 
ish Columbia Sept. 15. On Sept. 17 a 
general meeting for all field men in Brit- 
ish Columbia and Washington will be 
held in Seattle with Harry Wright, 
second vice-president, manager of the 
Canadian head office at Ottawa, and 
Freeman Smith of the Canadian head 
office joining the party. The following 
day a meeting for all Oregon field men 
will be held in Portland. 


Other Meetings Scheduled 


On Sept. 24 a general meeting of all 
northern California agents will be held 
in San Francisco, followed the next day 
by a luncheon meeting of the Pacific 
department personnel at the company’s 
building with President Lincoln as the 
principal speaker. 

A sales congress will be held Oct. 1 
at Del Monte for leading producers 
throughout . California, after which offi- 
cials will go to Los Angeles where a 
general meeting for all southern Cali- 
fornia field men will be held Oct. 9. 

A feature of President Lincoln’s visit 
will be the presentation on Oct. 13 of 
the Metropolitan Veterans Association 
trophy to the San Pedro office—the 
highest award given by the company for 
any district among the 1,200 in the 
United States and Canada. This year 
marks the first in which any Pacific 
Coast agency has won the trophy. 

Before returning east Mr. Lincoln and 
his party will also preside at a meeting 
in Denver Nov. 15 for all agents in Colo: 
rado; . While in San Francisco Mr. Lin- 
coln. is to-be one of the — 
speakers before the American Banker 
Ass6ciation meeting. 





General Mutual Meeting 


Eighty-five agents of the General 
Mutual Life met in a two-day conven- 
tion at the home office at Van Wert, O. 
C. E. Lindemann, superintendent of 
agencies, presided and talks were given 
by home office officials and general 
agents. New agency developments in- 
dicate that the number of agents in at- 
tendance will be materially increased 
next year. 

A special campaign for prizes 
awarded at the convention was held thé 
month preceding the meeting, resulting 
in an increase in new business of over 
500 percent in comparison to the corres- 
ponding period in 1935. 

The General Mutual Life is licensed 
in Ohio, Illinois and District of Colum- 
bia and has recently gone on a general 
agency basis. 


The Central Life of Florida has moved 
into a new home office at 1416 North 
Boulevard, Tampa, Rogers is 








president. 





Celebrating Silver Jubilee 


Continental Assurance of Chicago Has 
Completed Arrangements for Its 
Agency Meeting Next Week 








President H. A. Behrens will open the 
Continental Assurance silver anniversary 
meeting at Edgewater Beach Hotel 
September 16-18 with an outline of com- 
pany progress in its first 25 years of 





HERMAN A. BEHRENS 
President 


business. A. B. Keller, treasurer of In- 
ternational Harvester Company, will con- 
vey greetings from the board of direc- 
tors. Sales talks will be given by L. H. 
Fletcher, Cleveland; F. H. Schroeder, 
Portland, Ore.; M. C. Chier, Milwau- 
kee; G. F. McKenna, San Francisco; E. 
L, Grant, Chicago, and D. G. Johnson, 
Philadelphia. 

Group insurance, also celebrating a 
quarter century record in 1936, will be 
reviewed by B. C. Markle, secretary of 
Continental Assurance group depart- 
ment. Salary investment insurance will 
be discussed by R. B. Smith, Grand 
Rapids, Mich. Other talks will be 
given by Vice-presidents G, F. Clay- 
pool, L. L. Johnson and H. W. Ding- 
man. 

Immediately following this silver an- 
niversary, meeting of 125 field men, 
President Behrens will leave for Ber- 
muda with 25 agents. who led the Con- 
tinental Assurance in: production during 
the year.. ..- Se Te 





‘ ik, 
Quarter Million Club Meets 
Union Central Agénts and Agencies 


Make Records in Qualifying for 
White Sulphur 








The Quarter Million Club of the 
Union Central will go into annual ses- 
sion at the Greenbrier, White Sulphur 
Springs, W. Va., Sept. 15, to continue 
for three days. A large home office con- 
tingent will be present headed by Presi- 
dent Howard Cox and including Jerome 
Clark, vice-president; Wendell Hansel- 
mann, superintendent of agencies, and 
Dr. William Muhlberg, vice-president 
and medical director. 

A. A. Ebenstein of the Mark True- 
blood agency in Los Angeles won the 
presidency of the club this year with 
$1,263,000 paid business in the club year, 
of which $367,000 was paid in August 
and $880,000 in the first eight months 
of this year. 

Vice-president, a man who is likewise 
new to the business, is Paul Leingach 





of Reading, Pa., member of Harry New- 


Sa 
man agency, Philadelphia. Mr. Te 
bach, less than a year ago, was an ~ 
terior decorator. ” 

Attendance at the meeting, 
pated, will be upwards of 150, 
100 agents having qualified. Of thes 
46 had qualified by the end of July, anf 
54 more in August. : 

A number of fine agency records Were 
hung up in the contest to qualify for th 
convention. The Knight agency of Nes 
York City led in August with $1,494 738 
for the month; the Philadelphia agency 
of Harry Newman placing second for 
the fourth consecutive month with More 
than $500,000. The Trueblood agency of 
Los Angeles paid for $483,334 in Augus, 
Next in line was the Herman A. Zischke 
agency of Chicago with $351,623, 

The C. B. Knight agency, New Yor, 
traditional production leader of the 
metropolitan area as well as of the com. 
pany, will have the largest delegation 
at the meeting with more than 20 quai. 
fiers. Next largest delegation will come 
from the San Antonio agency, with 
eight. 


Oregon Mutual Agents Meet 


it is antic}. 
More thay 








Vice-President Schuppel and Dr. Rock. 
well Discuss Demand for Social 
Security 





Old age pension and social security 
plans are fundamental and indicate the 
people’s growing realization that they 
must secure adequate protection against 
old age and tnemployment, W. C. 
Schuppel, executive vice-president and 
superintendent of agencies Oregon Mu- 
tual Life, declared in a talk at the an- 
nual agency convention held at Gear- 
hart-by-the-Sea, Ore. However, | this 
great movement is a challenge to the 
life insurance institution properly tc 
meet this realization of the need for 
some organized sound plan. 

The present system of life insurance, 
Mr. Schuppel said, is the best devised. 
He pointed to accomplishment of the 
past 75 years in the history of the busi- 
ness, with 67 million people owning 23 
billions of assets held by life insurance 
companies. Life insurance will keep the 
faith by keeping step with ever chang- 
ing social and financial conditions, he 


said. 
Leaders Club Officers 


Club leaders for the year were Wm. 
J. Sheehy, Portand; Leila N. Rice, Pen- 
dleton, Ore.; L. C. Lewis, Portland, and 
A. V. Oliver, Salem, these top produ- 
cers making up the governors of the 
Leaders Club, and Mr. Sheehy becom- 
ing the president. He is a member oi 
the home office agency. 

Dr. Charles Rockwell was a speaker. 
He said life insurance is recognized by 
the public today as an indispensable in- 
stitution but may not always be. When 
property values return the public again 
will turn to speculative schemes and find 
other sources to spend money when not 
oppressed with necessity. It is the job 
of companies to keep the public sold on 
life insurance. 

One of the features of the convention 
was the initial showing of a sound mo- 
tion picture playlet, “How to Make 2 
Sales Presentation Stay Presented,’ 
by Professors Borden and Busse 0! 
New York. Mr. Schuppel secured the 
picture through Western Sound Service 
of Portland, western representative ©! 
the Western Electric sound system. B. 
L. Smith of that organization handled 
this feature and remained throughout 
the convention at the request of Vice- 
president Schuppel to take movie pic- 
tures of delegates at golf and other rec- 
reational activities. These pictures will 
be shown next year at the convention in 
Victoria, B. C. 

Smith Agency Wins Honors 


Harry A. Koch, president of the 
Harry A. Koch Co., Omaha, who was 
vacationing at Gearhart-by-the-Sea with 
his family, looked in on the Oregon Mt- 
tual convention. E. W. Smith, mana- 








ger for eastern Oregon and a few coun- 
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ee ualified 30 agents out of 
ho Te cannts who earned the 
fog Smith’s organization won all 
, honors for largest group. His agency 
- Id. He was formerly a unit 
| manager in Oregon for the Equitable 


Life of New York. 


Mrs. : 
eading producers at the meeting, 
pace of the Seattle Life Under- 


=e sociation. 

; ogi for largest and most fish 
caught on a deep sea fishing excursion 
went to George Schoeffel, manager of 
the home office agency, his largest fish 
being a 40 pound salmon. As at so many 
conventions, a newlywed couple at- 
tended, Mr. and Mrs. R. C. Snyder of 

' Gooding, Idaho. ; ; 

W. P. Stalnaker, vice-president and 
treasurer, could not attend, being in St. 
Vincent’s hospital, Portland, recovering 
from injuries to @ leg and knee sus- 
tained in an auto accident two weeks 
ago. Members of his family received 
only minor injuries. 

President Adams’ Reception 


President C. F. Adams held an in- 
formal reception the first day. H. J. 
Corbett, a director for 26 years, spoke 
on the will to achieve and the com- 
pany’s future. He said the future de- 


' pended on the ability to adapt opera- 
| tions to ever changing financial and so- 
cial conditions. 


Several group luncheons were held, 
General Agent G. A. Martin presiding 
at one, General Agent H. C. Schuppel 
at another, and Branch Manager P. H. 


| Walbridge at a third. The leaders ban- 


quet was held the second night, W. C. 
Schuppel being toastmaster. 


Texas Prudential Ordinary 
Agents Hold Sales Congress 








The Texas Prudential held a two-day 
sales congress at Mineral Wells, Tex., 
with 45 ordinary agents and general 
agents present. H. Gale Rogers, man- 
ager of ordinary agencies, presided. S. 
E. Kempner, executive vice-president, 
The training of 
new agents was discussed by J. 
Goode, western Oklahoma manager; 
“Prospecting” by H. D. Mouzon, Dallas 
manager; “Purposes and Needs of Life 
Insurance,” P. E. Jones, Seneca, Mo., 
district agent; “Starting the Interview— 
the Approach,” T. H. Hollaway, Lufkin 
manager. 

“Establishing Prestige’ was reviewed 
by C. R. Howard, Cleburne manager; 
“Selling in Rural Districts,” by L. N 
Yarbrough, Bangs, Tex.; “Educational 
Insurance,” P, U. Cooksey, Oklahoma 
city manager, and a sales talk on the 
new “Perfect Protection” policy was 
given by R. R. Cheatham, agency super- 
visor, 

A. J. Spahr, eastern Oklahoma man- 
ager, talked on “Programming”; E,. T. 
Elmendorf, ordinary agencies assistant 
manager, gave a sales talk on the execu- 
tive policy; R. I. Mehan, income tax 
specialist, discussed “Inheritance Taxes 
and Estate Shrinkage,’ and F. W. 
Thomas, San Antonio manager, talked 
on “Salary Savings.” 

The need for corporation and partner- 
ship insurance was pointed out by L. R. 
Johnson, South Texas manager, and Mr. 
Rogers talked on “Indirect Selling.” 
Congressman Josh Lee of Oklahoma, 
Democratic candidate for United States 
Senator, discussed “Timely Comments.” 
A banquet concluded the sessions. 


Parkinson Addresses Rally 
of Embry Agency in Chicago 








_ Optimism for the future of the life 
insurance business was expressed by 
Thomas I. Parkinson, president Equita- 
ble Life of New York, who spoke at the 
three-day educational conference of the 
A. M. Embry agency of Kansas City, 
held at the Edgewater Beach Hotel, 
Chicago. 

In spite of crop failures, he said that 
farmers’ incomes will be higher this year 








because of higher prices for farm prod- 
ucts and government benefit payments. 
Life agents should find their jobs easier, 
he said, because hardships during the 
past few years have taught people the 
need for protection. Reviewing the 
company’s investment situation, he said 
that collections of interest on mortgages 
last year equaled 95 percent of the 
amount due. Its real estate has paid a 
net return of 2 percent, after deduction 
for taxes and operating expenses. 

Others who spoke at the conference 
were Vice-president F. L. Jones, the 
late Senior Director Gage E. Tarbell 
and W. M.. Rothaermel, superin- 
tendent of agents central department, 
both of Chicago, and Agency Managers 
R. M. Ryan of Detroit, P. B. Hobbs and 
Warren V. Woody, both of Chicago. 
The M. A. Nelson agency of Des Moines 
and the C. R. Golly agency of Peoria 
are holding a joint conference this week 
at the Edgewater Beach Hotel, Chicago. 
Among the speakers were Mr. Rothaer- 
mel, Fred D. Bayne, supervisor of 
agencies, and Ray L. Kurtz, instructor, 
both of the home office. The Warren 
V. Woody agency of Chicago will hold 
its conference Sept. 13-15 at Lake Wa- 
wasee, Ind. 


Contest Winners Taken on 


Trip to Lake of the Woods 


The Minnesota, Wisconsin, North 
Dakota and South Dakota state agencies 
of the United Benefit Life and Mutual 
Benefit Health & Accident held a one 
week’s fishing cruise at the Lake of the 
Woods, Rainy River, Ont., fishing for 
muskies. Twenty-four men were pres- 
ent from the four agencies, including 
also C, E. Forbes, assistant secretary of 
the Mutual Benefit; E. S. Adams, sec- 
retary United Benefit; D. M. Brovan, 
agency supervisor of the companion 
companies, and Ray Hawkins, chief of 
underwriting department. 

The four state managers who were 
responsible for this outing are Charles 
R. Kate, Minnesota; N. O. Knudson, 
Wisconsin; T. F. Dougherty, South Da- 
kota, and C. T. Tollefson, North Dakota. 

This trip was the culmination of a 
six months’ contest from Feb. 1 to Aug. 
1. With the four home office men and 
four state managers in attendance, 1t 
meant that 16 star producers qualified 
for the trip. 


Equitable Club Meeting 


The greater New York department of 
the Quarter Million Club of the 
Equitable Life of New York will meet 
at the Oceanside Hotel, Magnolia, Sept. 
20-22. About 125 agents will attend, in- 
cluding members of the half million and 
million dollar groups. Manager P. B. 
Hobbs of Chicago will be a guest 
speaker. Officers attending will include 
Vice-president W. W. Klingman, Vice- 
president Frank L. Jones, and Second 
Vice-president Albert G. Borden. 

Two Offices Join in Rally 

About 50 agents from the Martin 
Seltzer Des Moines office and from the 
Lester Schriver Peoria, IIll., agency of 
the Aetna Life will gather Saturday at 
Hamilton, Ill, for a joint session. This 
follows a contest during July and Au- 
gust between the two agencies. The 
Peoria unit came out on top. 


Hold Oregon Conference 


An educational conference was held by 
the Oregon agency of the Equitable Life 
of New York at Seaside, Ore., for three 
days, F. R. Amthor, supervisor of agents’ 
training, and W. H. Glines, superintend- 
ent of agencies western department, San 
Francisco, attending. Agency Manager 
T. H. Groves did the honors and ex- 
tended the welcome. Mr. Glines spoke 
on the western department and Mr. 
Amthor on prospecting and income in- 
surance. 








Tennessee Conference 
An educational conference was held by 


the V. J. Harrop Tennessee agency of 
the Equitable Life of New York at 





Lookout Mountain, near Chattanooga. 
A. G. Borden, second vice-president, 
and F. T. Limont, southern superintend- 
ent of agencies, commented on the 
agency’s fine production record. Lloyd 
W. Klingman, manager of the salary 
saving division, reported increases in his 
department. 
F. Eagsdale, group millionaire, 
Burlington, N. C., and Boyd W. Blevins, 
division group manager, also spoke. 
Manager R. C. Green of Chattanooga 
entertained at an open house. 





Commonwealth Life Convention 


Seventy-five agents of the Common- 
wealth Life of Louisville attended the 
annual convention there, featured by an 
address by Judge Homer Batson, presi- 
dent, and a discussion of agency prob- 
lems at which J. Herbert Snyder, vice- 
president, presided. A boat trip on the 
Ohio river, in which both agents and 
home office employes participated, con- 
cluded the three-day meeting. 





Convention Cruise in Quebec 

Over 200 representatives of the North 
American Life, Toronto, accompanied 
by the president, Thomas Bradshaw, 
held a three-day convention at Murray 
Bay, Que. They were conveyed by wa- 
ter. The largest contingent was from 
Montreal. 


Employment Figures Given 

The New York “Sun” has made a sur- 
vey of employment for various indus- 
tries and finds that insurance companies 
in 1929 employed 190,624 people. Last 
year the figure was 196,028, a gain of 
5,404. Among the industries showing the 
largest gains in employment are the 
wholesale and retail miscellaneous trade, 
air transportation, paper pulp and paper 
products, leather and leather products, 
chemicals and allied products, food and 
kindred products, beer and spirits, chain 
store system, wearing apparel, fabrics, 
glass container industry. 








Pilot Life President 


Has Persuasive Power 








In this picture appear a tiger shark, 
614 feet long, and Emry C. Green, presi- 
dent of the Pilot 
Life of Greensboro, 
N. C. The shark |” 
resided in the wat- |.. 
ers of the North 
Carolina coast until 
about two weeks 








ago. It was re- 
moved from its 
domicile by Mr. 


Green after some 
45 minutes of per- 
suasion. The shark, 
weighed over 100 
pounds. It was un- 
‘fortunate for the 
shark that the 
agency convention : 
of the Pilot Life td 

was held near its particular abode, for it 
was while the agents were in session 
there that Mr. Green went out to per- 
suade the shark to change its domicile 
and mode of existence. Tiger sharks are 
most uncommon in that region. 








Ohio Mutualization Proposal 

COLUMBUS, Sept. 10.—The Ohio 
legislature at its next session will be 
asked to pass a law providing for the 
mutualization of domestic life com- 
panies. There are two mutual life come. 
panies in Ohio now, but they are re- 
ferred to as mixed companies or limited 
mutuals, it being impossible to organize 
a purely mutual company in the state 
at this time, according to a draft of the 
proposed bill, stockholders and policy- 
holders must approve the change, as 
also must the superintendent of insur- 
ance, and the $100,000 deposit in the 
form of securities would be retained by 
the state to insure fulfillment of all ob- 
ligations. 





30 year old company. 


and double indemnity. 





OPPORTUNITY 


for Managersin Desirable Territory 


FoR qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


If you are interested in a manager's contract that 
offers a real opportunity write 


S. M. Cross, President 1 of 


COLUMBIA LIFE 
INSURANCE CO. 


Cincinnati, Ohio 
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General Agency Openings 
with 


A GREAT COMPANY 
GROWING GREATER 








A Company that has 


7 Liberal Contract 


(Both First Year and Renewal 
Commissions ) 


*Am Attractive Line 
ef Policies 


(designed to fit every need) 


*A Unigue Sales 
Program. 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 
COMMONWEALTH CORDIAL 
CO-OPERATION 
IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 

















LIFE AGENCY CHANGES 





New York Life’s Promotions 





Agency Directors Are Appointed to Take 
Prominent Positions at Leading 
Points 





F. T. Munsell, agency director of the 
New York Life at Trenton, N. J., has 
been appointed agency director of the 
Manhattan branch at New York City. 
C. W. Becker, formerly agency organ- 
izer at Reading, Pa., has been trans- 
ferred to Trenton, to be agency organ- 
izer there. Walter Andersen, agency 
director of the Stuyvesant New York 
City branch, has been made agency 
director of the Mercantile branch there 
to succeed the late R. F. Keddrich. E. 
T. Lilly, formerly agency organizer of 
the eastern department branch, is made 
agency director of the Stuyvesant 
branch. 


New Chicago Ordinary Manager 

H. W. Taylor has been appointed 
manager of the ordinary department of 
the American National Life agency in 
Chicago. He has been in the life insur- 
ance business seven years, all of which 
were spent with the Marquis & Ells- 
worth agency of the Provident Mutual 
Life in Chicago. 

Mr, Taylor was graduated from De 
Pauw University, Greencastle, Ind., in 
1927, following which he spent two years 
in the sales department of the Goodyear 
Tire & Rubber Co. He entered the 
business at the suggestion of an agent 
who had sold him a life insurance pol- 
icy. The American National agency, 
which is one and a half years old, has 
made excellent progress and writes a 
considerable amount of brokerage busi- 
ness. The company writes salary sav- 
ings plans and non-medical juvenile con- 
tracts for brokers and also writes a sub- 
stantial volume of sub-standard busi- 
ness. 








Eader Given Broader Field 


Walter G. Eader, San Francisco man- 
ager of the Pacific Mutual Life, who 
succeeds DeLancey Lewis as northern 
California manager, has been with the 
company since 1926 when he was made 
sales manager. Previously he had been 
general agent of the Equitable Life of 
Iowa for seven years. Mr. Eader en- 
tered the life insurance business in 1904 
with the New England Mutual Life at 
Denver. In 1906 he joined the North- 
western Mutual Life where he remained 
untii 1910, when he went to California. 
He became associated with the same 
company in Oakland as district manager, 
leaving the Northwestern Mutual in 
1918 to become general agent for the 
Equitable of Iowa. 





Williams at Newport News 


R. E. Williams, formerly agency su- 
pervisor of the Life of Virginia, is ap- 
pointed manager of the ordinary agency 
in Newport News, Va. He succeeds the 
late T. B. Jones, who died Aug. 11, 
after more than 27 years as general 
agent. Mr. Williams first entered the 
service of the company in 1911 as an 
agent in the Newport News agency. 





Springer to Handle Nebraska 


Paul Springer has been appointed by 
the Connecticut Mutual Life as general 
agent for Nebraska. Offices have been 
opened in the Stuart building in Lin- 
coln. 


Prudential Ordinary Changes 
Robinson Brown, Jr., formerly assis- 
tant manager of the ordinary department 
of the Prudential in Atlanta, has been 
appointed manager of the Prudential’s 








Mississippi ordinary agency with head- 
quarters at Jackson.- He has been with 


the Prudential four years, starting at 
Columbus, Ga. 

S. F. Gammon, formerly Mississippi 
manager, has been placed in charge of 
the Prudential’s ordinary agency 
Maryland. 





Kenyon with Home Life 


The Home Life of New York has ap- 
pointed Roy V. Kenyon manager of a 
new office at Grand Rapids, Mich. Mr. 
Kenyon has spent his entire insurance 
career of ten years with the Bankers 
Life of Des Moines as a leading pro- 
ducer. 

The establishing of new agency offices 
at Grand Rapids and Lansing, Mich., is 
in furtherance of the present plan of 
the Home Life to carry its agency op- 
erations into numerous other principal 
cities throughout the north and east. 





Christensen Made General Agent 


John A. Christensen has been ap- 
pointed general agent for Northwestern 
Mutual Life at Hartington, Neb. Mr. 
Christensen learned life insurance sell- 
ing while attending college and took 
over his new duties upon receiving his 
degree from Wayne (Neb.) State Teach- 
ers College recently. 


Bigler Named in Oklahoma 


L. B. Bigler, Jr., formerly of Salt Lake 
City, Utah, is new Oklahoma agency 
manager for the California-Western 
States Life, with offices in the Ramsey 
Tower, Oklahoma City. He succeeds 
J. A. Wood. 








Bankers of Nebraska Changes 


General agency appointments of the 
Bankers Life of Nebraska include S. M. 
Carroll, with headquarters at Union- 
town, Pa.; N. C. Morton at Moberly, 
Mo.; Earl E. Richardson at Decatur, 
Ill, and W. N. Norris at Decorah, Ia. 
Mr. Richardson is a vice-president of 
the Illinois Life Underwriters Associa- 
tion and president of the Decatur cham- 
ber of commerce. Mr. Norris was pro- 
moted from an agent. 





North Carolina Appointments 


The Provident Life & Accident has 
appointed two new general agents in 





New Home Life General 
Agent in Kansas City 


























PREWITT B. TURNER 


Prewitt B. Turner, who has just been 
appointed general agent at Kansas City 
for the Home Life of New York, was 
formerly with the Connecticut Mutual in 
the same city. He has been a successful 
personal producer and has led his 
agency in each of the seven years that 





he has been in the business 


in. 


North Carolina, Fenner Sand 
Fayetteville and A. J. Lewis at net 
Mount. tly 





R. M. Edwards of Laurel, Miss ha 
been made agency organizer fo; 
Jackson agency of the Mutual Life ie 
New York, of which J. P. MeNej “ 
manager. 8 


Thomson Succeeds Eakin 


J. R. Eakin of Montreal, secretary ;,, 
Canada of the Standard Life of Edin. 
burgh since 1912, has retired. R. Thom, 
son has been appointed acting secretan, 
for Canada. ' 


CHICAGO NEWS | 


SPRAGUE EDDY IN NEW Work 


Sprague Eddy of Chicago, who ha 
been resident vice-president of the “tp. 
surance Field” in charge of its business 
development in the Chicago area {o, 
some 16 years, has resigned to enter the 
investment business with the wel 
known Chicago banking house of A, ¢ 
Allyn Company, 100 West Monroe 
street, He will specialize in institutiong 
investments as applied to insurance ¢. 
lecting securities that are desired by jn. 
surance companies. Before going with 
the “Insurance Field” he was with ay 
advertising agency and thus has had ay 
excellent business training. 

Mr. Eddy is well known at hom 
offices of insurance companies. He was 
to the manner born. His grandfather, 
the late Henry C. Eddy, for many years 
was western manager of the Commer 
cial Union Fire Assurance group. His 
father, George M. Eddy, is a promi- 
nent insurance broker in Chicago. 


x ok Ox 
INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade Building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 




















Par Div. Bid Asked 
Aetna Tife: ..... 10 -60 82% 334 
Bank. Nat. Life. 10 1.00 23 26 
Build. Life, Tl... 1 por 1 3 
Central Life, Ill. 10 : 9 
Cent. States Life 5 seus 3 
Columbian Nat..100 4.00 80 90 
Conn. Gen. Life. 10 -80 41 43 
Cont. Assurance. 10 2.00 37 39 
Farm. & Traders.100 10.00 210 39225 
Fed. Life, Chgo.. 10 ape 8 - 
Girard Uife....<. 10 40 10% 124 
Great Nor. Life. 10 ree 4 re 
Great South. Life 10 2.50 33 35 
Life & Cas. Tenn 2 eos 16 18 
Tite OF VA. .6<:30 20 3.00 75 85 
Lincoln Natl. ... 10 1.20 28 29 
Natl Life & Ac. 10 1.60 65 75 
New World ..... 10 -40 7 8 
Northw. Natl. . 5 ac 14 16 
North Amer. ... 2 eet 3 3% 
Ohio National... 10 1.00 22 25 
Ohio State Life..100 225 


Old Line Life... 10 § 
Pacific Mutual... 1 ists 3 + 


Peoples Life, Inc. 10 -60 18 36. 
Philadelphia Life 10 ME 814%, «44 
Prov. Life, N. D. 10 .80 12 as 
Rockford Life... 10 a tee 4 8 
Sun Life, Can...100 aire 455 475 
TTAVGICTS ..<.0<0¢8 100 16.00 560 570 
Union Central... 20 1.20 35 45 
Wisconsin Natl.. 10 -50 16 18 
* * * 


KLOPPENBURG’S NEW CONNECTION 

George J. Kloppenburg, formerly as 
sistant office manager of the Alliance 
Life of Peoria, Ill., has joined the re 
cently organized actuarial and consult 
ing firm of ‘Conover, Green & Co., i0 
Chicago. Mr. Kloppenburg was with 
the Illinois department about 10 years 
until 1931 when he went with the Peoria 


Alliance Life. 
* x 
WORKING ON ILLINOIS CODE 


The subcommittee of the insurance 


code is making progress and expects in 


present to the entire insurance commit 
tee and then it must go to the directors. 
Edwin Moser of the Chicago law firm 





of Sonnenschein, Berkson, Lautmann, 
Levinson & Morse is chairman of the 





Life, which subsequently became the iz 


committee of the Illinois Bar Associa | 
tion that is working on an insurance | 
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committee and is also acting 
go of the subcommittee. There | 
phe number of insurance attorneys on | 
are a Feommittee including E. V. Mit- 
chell, attorney for the Continental Cas- 
walty, The Illinois Bar Association in- 
' 


surance committee took up the code 


| before 
and it 


it was defeated in the legislature 
feels that there should be a draft | 

with great care to present to | 
gy legislature. Frank Young, at- | 
| torney for the Illinois insurance depart- 
; ment, is working with the committee. 

.- ¥ * 
KEMPER OPENS LIFE OFFICE 





The Chicago agency of the General | 
Mutual Life of Van Wert, O., in One | 
LaSalle Street Building, will hold open | 
house next Monday. James S. Kemper, 
president of the Lumbermen’s Mutual 
Casualty, and head of a large mutual 
fre and casualty syndicate, is general 


| ment thereon. 


agent. C. J. Cooney, who was formerly 
with the Bankers Life of Iowa, is 
agency manager. A number of execu- 
tives will be present. The agency ex- 
pects to make an aggressive drive for 
business. 


In Process of Mutualization 


MADISON, WIS., Sept. 10.—Prog- 
ress on the change of the National 
Guardian Life from a stock to a mutual 
company was reported at a meeting of 
the adjourned stockholders Sept. 8. Re- 
vised articles of incorporation and by- 


| laws were approved and it was voted to 


negotiate with some trust company to 
handle deposits of the stock and pay- 
It is expected at a meet- 
ing of the stockholders on Sept. 22 that 
the approved by-laws and articles will 
be finally adopted and complete plans 
made for liquidation and the reorganiza- 
tion of the company on a mutual basis. 











~ NEWS OF LIFE 


ASSOCIATIONS 





Will Gather at Del Monte | 





California Life Underwriters Association 
to Meet Sept. 14; Officers Will 
Be Elected 





The California State Life Underwrit- 
ers Association will hold its annual | 
meeting in Del Monte, Sept. 14. _ Kel- 
logg Van Winkle, manager Equitable 
Life of New York, Los Angeles, who | 
has served as president since its organ- | 
ization two years ago, will preside at | 
the one-day session which has on its | 
agenda a number of legislative sugges- 
tions to be discussed and threshed out. 
Election of officers will also be on the 
program, with indications that the presi- 
dent will this year be selected from the 
northern section of the state and that 
the secretary will be chosen from south- 
ern California to succeed James M. 
Hamill of San Francisco, who has served 
two terms as secretary-treasurer. 

It is hoped that Commissioner Car- 
penter will be able to attend the meet- 
ing to discuss possible or proposed leg- 
islative measures which include strength- 
ening of agency qualification laws of 
the state; ear marking proceeds of pol- 
icies for payment of death taxes with 
consequent tax exemption and a number 
of other suggestions which at present 
are in the formative state. Immediately 
following the Del Monte meeting a num- 
ber of delegates will leave for Boston 
to be on hand for the convention of the 
National Association of Life Under- 
writers. 

ee VS 

Northern New Jersey.—Fall season will 
open in Newark with a luncheon-meeting 
Sept. 14 in the Newark Athletic Club, 
with Herman Duval, Northwestern Mu- 
tual Life as speaker. For 20 years he 
has been a member of the Marathon 
Club of the company with at least 100 
paid lives a year, and has produced 
approximately 40 millions of business. 
President John Binns, attached to the 
Newark office of the Northwestern Mu- 
tual, has appointed as luncheon commit- 
tee for the season: E. G. Mignard, chair- 
man, New England Mutual; P. H. Day, 


Mutual Benefit; A. F. Holmberg, Phoenix 
Mutual. 


* * * 


Denver.—Dr. Heber R. Harper, regional 
director, federal social security depart- 
ment, addressed the Colorado association 
at its monthly meeting. This was the 
first meeting of the association with its 
new officers. The office has been moved 
from the U. S. National Bank Building 
to 660 Gas & Electric Building. A full- 
time secretary will have charge. 


*x* * * 

Oklahoma.—s. E. Myers of the Home 
Life agency at Oklahoma City was ap- 
pointed secretary of the Oklahoma asso- 
ciation to succeed E. E. Dale, who re- 
moved to Dallas, Tex. 

* * x 

San Franciseo.—F. J. Curry, general 
agent Penn Mutual Life, has been elected 
director and chairman of the legislative 





committee. 


Joint Rally in Los Angeles 


Life Underwriters Association 
C. L. U. Chapter in Big Meeting; 
McCahan on Program 





and 





Dr. David McCahan, dean of the 
American College of Life Underwriters, 
was the speaker of the day at a joint 
breakfast-meeting of the Life Under- 
writers Association of Los Angeles and 
the Los Angeles chapter Chartered Life 
Underwriters. He spoke on meeting 
current fallacies representing life insur- 
ance and life underwriters, and discussed 
in detail erroneous statements and mis- 
leading recommendations contained in a 
book on life insurance to which his at- 
tention had recently been directed. 

Kellogg Van Winkle, manager south- 
ern California agency for Equitable of 
New York and president California State 
Association of Life Underwriters, spoke 
on legislation affecting life insurance. 

Phinehas Prouty, Jr., million dollar 
producer of the Massachusetts Mutual 
and president of Los Angeles associa- 
tion, presided at the meeting, which was 
attended by agents from San Diego, San 
Bernardino, Riverside, Orange, Santa 
Ana, Long Beach and Pasadena. Walter 
J. Stoessel, general agent, National Life 
of Vermont, was program chairman. 


c. L. U.’s Hold Meeting 


At the special luncheon meeting of the 
Chartered Life Underwriters, all mem- 
bers, managers, general agents, assistant 
managers and assistant general agents 
were invited. Russell L. Hoghe, man- 
ager Los Angeles agency Equitable Life 
of Iowa, and director of the chapter, 
presided and introduced Dr. McCahan, 
who discussed “Life Underwriting in an 
Age of Rapid Economic Changes.” An 
entirely new attitude now exists, he said, 
on the part of the public with respect 
to its opinion of life insurance, due 
largely to recognition of the fact that the 
institution has helped to hold families 
together and meet contingencies of vari- 
ous kinds resulting from years of de- 
pression. Taxation was explained and 
reference made to the opportunity that 
various forms -of income taxation create 
for the sale of life insurance. He empha- 
sized the value to-the life agent of the 
knowledge gained by qualifying for the 
C. L. U. designation, as well as its pro- 
fessional value, which enables him to 
increase production of new business and 
to render a greater measure of service 
to his clients. 


MecCAHAN IN SAN FRANCISCO 


SAN FRANCISCO, Sept. 10.—Char- 
acterizing life insurance as “the R. F. C. 
of the middle classes during the depres- 
sion,” Dr. David McCahan addressed the 
San Francisco Life Underwriters Asso- 
ciation at its meeting here. He told 
of the social, political and economic 
changes which have taken place during 





the past few years, pointing to the neces- 
sity of agents adapting themselves to 
these changes. He told of the work and 
growth of the Chartered Life Under- 
writer movement, pointing out, however, 
that the designation C. L. U. will not of 
itself bring business but rather the 
knowledge gained in acquiring the de- 
gree will make him more able to meet 
the present situation. 


Managers and General Agents 


At noon Dr. McCahan addressed the 
General Agents & Managers Association 
of San Francisco, stressing the impor- 
tance of cooperation of the C. L. U. 
movement. He submitted the result of 
the recent survey, pointing to increased 
production and better persistency of 
business written by chartered life under- 
writers. This work, he said, also was 
of great importance in the recruiting 
problem because it gave young men en- 
tering the field a goal at which to aim. 

Paul Webber, Lincoln National Life, 
vice-chairman of the general agents and 
managers group, presided at the lunch- 
eon in the absence of V. T. Motschen- 
bacher, chairman, who is attending the 
convention of his company, the Sun Life. 
Other speakers included C. H. Linford, 
chairman C. L. U. section of the San 
Francisco Life Underwriters Associa- 
tion, and T. A. Gallagher, president of 
the association. Grant Taggart, million 
dollar producer of the California-West- 
ern States Life at Cowley, Wyo., spoke 
briefly. 

+ &#.* 

Cleveland.—Vash Young, author of “A 
Fortune to Share,” and other well known 
books, will be the speaker at the first 
fall meeting of the Cleveland association, 
Sept. 18. He will talk on “Going Right 
When Things Go Wrong.” 

* * * 

Grand Island, Neb.—At a meeting of 
the executive committee of the Nebraska 
association here the following officers 
were elected: L. G. Waggener, Grand 
Island, Mutual Benefit, president; Conn 
W. Moose, agency manager at Omaha for 
Columbus Mutual Life, T. C. Young, dis- 
trict agent at Hastings for Northwestern 














Will Rogers’ Estate Has 
Been Eaten Up in Taxes 


The Central States Life of St. 
Louis in its house organ states 
that the late Will Rogers’ life in- 
surance was almost all on the en- 
dowment plan, which had matured 
before his death. He took the pro- 
ceeds of these endowments and 
purchased various forms of invest- 
ments. These investments, how- 
ever, did not turn out to be as 
fruitful as anticipated and, in fact, 
the executors of his estate, accord- 
ing to the Central States, found 
that there were not sufficient pro- 
ceeds to pay the various estate and 
inheritance taxes. Therefore, ac- ' 
cording to the Central States, the 
executors will probably find it 
necessary to sell the Will Rogers’ 
homestead ranch at Claremore, 
Okla., to pay these taxes. 











Mutual life, and C. M. Johnson, North 
Platte, Ohio National life, vice-presi- 
dents, and L. Vern Greenwood, Grand 
Island, district manager Equitable Life 
of New York secretary-treasurer. 


Lewis with Brokers 


DeLancey Lewis, formerly vice-presi- 
dent and director of the Pacific Mutual 
Life and for several years manager of 
the northern California branch, has be- 
come a partner in the Western States 
Insurance Brokers, San Francisco. Or- 
ganized in 1932 by Jack Patrick and 
Ben Breit, the firm has operated as a 
general brokerage concern. With the 
addition of Mr. Lewis, it is expected the 
life end of the business will be more 
actively developed. Offices are at 114 
Sansome street. 


The Mutual Benefit Association of 
Bryan county, Colbert, Okla., has been 
incorporated by H. R. Williamson, L. B. 
Holmes and Gus 8S. Holmes. 
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SUN LIFE ~% 
~~ QF CANADA 


SERVICE 


THROUGH ALL TIME, the Trade and Com- 
merce of the world have performed vital 
service in demonstrating the need for co- 
operation and good will among the peoples 


INSPIRED by this HIGH PURPOSE, the Sun Life 
over many decades has ventured where the 
march of civilized man has uncovered new 
and fertile fields of human endeavor. 


TODAY, as the ELECTED TRUSTEE of thou- 
sands of Men and Women of all races and 
climes, it remains ever ready to advise and 
serve with disinterested diligence and zeal. 


THERE'S A SUN LIFE POLICY FOR EVERYONE 
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Details of Boston Program Announced 


(CONTINUED FROM PAGE 1) 





Table and the speakers will include 
President Schriver, Vice-President A. E. 
Patterson, W. M. Duff, program chair- 
man; Paul F. Clark, head of the Boston 
convention’ commitee; Nathaniel See- 
furth, Chicago; C. Vivian Anderson, 
Cincinnati; W. H. King, Lima, O., and 
Caleb R. Smith, Lansing, Mich. — 

Sara Frances Jones of Chicago will 
preside at the women’s session. The 
speakers on the morning program are 
Sophia W.  Bliven, Philadelphia; Clara 
L. McBreen,, Cincinnati, and Prof. H. 
A. Greaves of Yale University. The 
luncheon speaker will be Sybil Holmes 
of Boston. In the, afternoon a sales 
seminar led by Miss Bliven and a Quar- 
ter Million Dollar Round Table led by 
Corinne V. Loomis of Boston will be 


held concurrently. Seminar speakers 
are Beatrice Jones, New York; Alice 
Roche, Philadelphia, and Helen B. 


Stewart, Philadelphia. Dr. Hilda L Ives 
of Portland, Me, will speak at a joint 
closing session. 


Convention Opens Tuesday Evening 


President Schriver will open the first 
session of the convention proper Tues- 
day evening. He will present his report 
to the convention and Mr. Duff will de- 
velop the convention theme. The two 
headliners who will address this open- 
ing session are Dr. William Lyon 
Phelps and Albert T. Atwood, well 
known authors and educators. 

Vice-president Patterson will preside 
at the second main convention session 
Wednesday morning and will present 
the silver membership awards’ in his 
capacity as chairman of the national 
membership committee. Speakers at 
that session will be Commissioner F. J. 
De Celles of Massachusetts; Milton 
Bacon, Jacksonville, Fla.; H. M. Powell, 
Atlanta, and J. E. Fitzgerald, San Jose, 





General 
Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 


Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 


Writing complete line of Mod- 
ern Policies, all standard pro- 
vision. 


Ages 0-65. 


Double Indemnity, Triple In- 
demnity, Disability, non-med- 
ical. 


For particulars write 


BUILDERS LIFE 
INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. CHICAGO 


WBBM every Sunday 12;45 . daylight 


savings time. 

















Cal. The supervisors’ luncheon session 
will be held Tuesday at 1 p. m. with 
George E. Levesque as chairman and 
Julian S. Myrick, New York, as guest 
speaker. 

Wednesday afternoon will be given 
over to seminar sessions with Grant 
Taggart, Cowley, Wyo.; John Morrell, 
Chicago, and R. C. Ellis, New York, as 
leaders. Following that session the na- 
tional council will reconvene to take 
action on the report of the nominating 
committee and the selection of the next 
meeting place. 


Cc. L. U. to Be Featured 


The annual dinner and business meet- 
ing of the national chapter C. L. U. will 
be held Wednesday evening, F. L. 
Cassidy of Seattle presiding, with T. M. 
Riehle, New York, and A. J. Johannsen, 
Chicago, as speakers. The reception 
and dance in honor of President and 


Mrs. Schriver will also be held that 
evening. 
Paul F. Clark, general convention 


chairman, will preside at the Thursday 
morning session, which will open with 
the conferment exercises of the Amer- 
ican College of Life Underwriters. M. 
J. Cleary, president Northwestern Mu- 
tual Life, will give the address. Three 
10-minute talks on life insurance trusts 
will also be given at that session by 
Charles Francis Adams, Leon M. Little 
and Channing H. Cox all of Boston. 
The formal addresses on that program 
will be by J. Elliot Hall, New York, and 
J. M. Gantz, Cincinnati. Thursday after- 
noon will be given over entirely to en- 
tertainment., 


Program of Closing Session 


Chairman Duff will preside at the 
closing session Friday morning, when 
the speakers will be Mrs. Roberta 
Campbell Lawson, president General 
Federation of Women’s Clubs; Glenn B. 
Dorr, Hartford; Louis Behr, Chicago; 
W. W. Jaeger, Des Moines, newly ap- 
pointed chairman of the agency prac- 
tices committee of the Association of 
Life Agency Officers, who will talk on 
that topic; George L. Hunt, Hartford, 
on Life Insurance Week, and T. I. 
Parkinson, president Equitable Life of 
New York, who will give the closing 
address on “The New Progress.” 





TEXAS PUSHES FIGHT 








DALLAS, Sept. 10.—Texas life men 
are completing plans for a large delega- 
tion to attend the National association 
meeting with the one purpose in mind 
of bringing back the 1937 convention for 
Houston. 

The On - to - Houston committee, 
headed by H. Kenneth Cassidy, Hous- 
ton general agent Pacific Mutual Life, 
recently sent out a strong letter to mem- 
bers of the National association execu- 
tive committee and to National associa- 
tion officers, pointing out that because 
of the large number of life underwriters 
within easy attendance distance of 
Houston, a large attendance is assured 
for the convention and that the influence 
of the meeting in Texas would be a 
tremendous incentive in developing the 
National association in this territory. 

It was further pointed out that only 
three times in the history of the Na- 
tional association has the meeting been 
held in the old south and never in the 
southwest. 


Sun Life’s Good Year 


Victor B. Harris, assistant supervisor 
of Canadian agencies Sun Life of Can- 
ada, was in Vancouver last week con- 
ferring with the British Columbia man- 
ager, A. L. Wright, and the agency or- 
ganization. Paid for business in Can- 
ada for the first half of the year was 
off about 4 percent in comparison with 








the first six months of 1935, although 
Mr. Harris expected this decrease would 
be made up in the second half of the 
year, The foreign business of the Sun 
Life, particularly in the United States 
and the United Kingdom, was up sub- 
stantially and in total volume of busi- 
ness there was an actual increase. 


Much Refunding 
Expected in Fall 


(CONTINUED FROM PAGE 1) 


paying a call price which is above actual 
market, some corporations which have 
already conducted one refunding opera- 
tion since interest rates began sliding 
down are about to repeat the process to 
take advantage of the further decline. 
The cut in interest rates achieved by 
refunding is very considerable. 


Trend Toward Callable Bonds 





Corporations which were in the habit 
of paying around five percent on bond 
issues are now able to refund at very 
little more than three percent. In the 
old days relatively few bonds were sub- 
ject to call before maturity. The bor- 
rower had to go on paying what he had 
contracted to pay, even though he could 
borrow the money at much less than 
the original rate. This was particularly 
true with railroad bonds. Nowadays 
bonds are issued subject to call at a 
stated premium or call price. As more 
and more of the old type non-callable 
bonds are matured, or disposed of, the 
life companies’ bond portfolios become 
more and more subject to the mercies of 
current interest levels. 

In spite of the drastic cut that has 
been made in life companies’ inter- 
est earnings, policyholders occasionally 
have to be reminded that the life car- 
riers are making a relatively better 
showing on interest rates than other in- 
stitutions whose prime purpose is safety 
of principal. The lowered rate of in- 
terest shows up very markedly in pol- 
icies where the dividend is derived 
mainly from the interest factor and also 
on settlement options and occasionally 
complaints are received from policy- 
holders who do not appreciate the sit- 
uation. 


Jefferson Standard Life’s 
August Campaign Features 





The Jefferson Standard Life reports 
that its 29th anniversary campaign for 
new business was highly successful. 
Agents produced in excess of $8,000,000 
in new insurance during the month. 

Campaign plans were based on “qual- 
ity business” factors. Agents were given 
a supply of cards which were called 
“application rating cards.” In qualifying 
for the prize it was necessary for an 
agent to score a certain number of 
points, these points being earned as a 
result of his writing of his applications. 
The factors taken into consideration 
were method of premium payment, set- 
tlement with application, old policy- 
holder, settlement of proceeds and aver- 
age-size application. 

In discussing the business done in 
August, President Julian Price stated 
that his agents were only taking advan- 
tage of the very noticeable increase in 
spending. The Jefferson Standard ex- 
pects to do an unusually large business 
this fall. The old “bugaboo” about elec- 
tion years being off years has not mani- 
fested itself in 1936, according to Mr. 
Price. 

The new paid-for business figures for 
the first eight months show an increase 
of 5 percent as compared with the same 
period last year. A corresponding in- 
crease is shown in the renewal of busi- 
ness, gains in insurance in force being 
made in each month for the year to date. 


Edward A. Woods’ “Life Underwriting 
as a Career,” shows the opportunities of 
the profession and presents a real under- 
standing of present day practices in 
life underwriting. Price, $2.25. Order 
from The National Underwriter. 












O’Malley Now Inveighs 
Against Jesse Barrett 


omomieseicieall 

Insurance Superintendent O'Malley of 
Missouri continues to make the welkin 
ring. This week his invective is directed 
against Jesse W. Barrett, Republican 
candidate for governor of Missouri, H, 
inveighs as follows: 

“Jesse W. Barrett, Republican nom. 
inee for governor, addressed another one 
of his private fraternal gatherings Sa. 
urday night,—well, anyhow the moon 
was out. The papers quote him as stat. 
ing that my administration as superin. 
tendent of insurance had ‘shocked the 
public conscience’ and that unless [ fe. 
sign he intends to force Major Stark 
(Democratic nominee for governor) to 
defend my record, or else state that | 
will not be reappointed. Of course, any 
man would be somewhat disturbed at 
being the object of the attack of this 
One Month World War Hero of Camp 
Zachary Taylor, Kentucky, and conspic. 
uous legionnaire. It is to be regretted 
that the application (made when he was 
attorney general) for a state soldier's 
bonus by such a valiant warrior was 
rejected or, was it, withdrawn. 

“T think it is not doubted and it js 
even hoped by a great majority of Re. 
publicans that Major Stark will be over. 
whelmingly elected governor of Mis. 
souri, but it is with fear and trembling 
that I contemplate the possible, and 
even probable, personal and official dis- 
aster I may suffer because of the fight- 
ing spirit which I seem to have aroused 
in Barrett. 

“He has already made startling dis- 
closures but his promise (?) of future 
ones, to say the least, is disconcerting. 
I have been able to hold my own fairly 
well with ordinary antagonists but this 
Don Quixote, I confess, has me panic 
stricken. 

“It has been stated that ‘fools venture 
where angels fear to tread.’ I am going 
to be foolhardy enough to continue my 
aggressive opposition to lotteries, mas- 
querading as fraternal beneficiary asso- 
ciations, exploiting the people of this 
state. Particularly will I direct my first 
efforts to those outside this state.” 








Expect Report on Foreign 
Claim Probes at Meeting 





There is much interest among Amer- 
ican and Canadian claim men in the re- 
port to be given on foreign claims in- 
vestigation facilities by a special com- 
mittee at the annual meeting of the 
International Claim Association Sept. 
14-16 at the Seigniory Club in the prov- 
ince of Quebec, Can. This subject was 
discussed at considerable length at the 
1935 meeting. Although it is conceded 
that claims investigation by several 
agencies and bureaus specializing in this 
service to insurance companies has been 
much improved in the United States and 
‘Canada in recent years, many claims 
executives feel that it i difficult if not 
actually impossible to secure adequate 
claims reports from foreign countries. 

It was the consensus that the asso- 
ciation should take an active interest 
in this subject so that eventually for- 
eign claim reports would approach the 
high standard of those made closer to 
home. The special committee is com- 
posed by W. W. Rehn, manager claim 
department, Provident Mutual Life, 
and L. O. Kinne, assistant secretary 
Aetna Life. They studied facilities 
available in foreign countries for cor- 
ducting claims investigations. , 

Questionnaires were sent to all mem- 
ber companies, requesting detailed in- 
formation concerning experiences in in- 
vestigation of claims in foreign coun- 
tries. Since the association is com- 
posed of practically all life, health and 
accident insurance companies in the 
United States and Canada, the com- 
bined information collected is expected 
to be complete and of much value to 
claims executives. 
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| Next N. F. C. Meet in Chicago 


Executive Committee Sets Feb. 22-23 for 


Midwinter Gathering of Various 
Sections 





The midwinter_ meeting of the Na- 


‘tional Fraternal Congress will be held 


at Chicago Feb. 22-23, the executive 


» committee has just decided. The hotel 


for headquarters and sessions has not 


been selected. 


This meeting will be of considerable 


"importance, as legislatures of 39 states 


will go into session in January or soon 
afterward, and it is anticipated there will 
be renewal of the effort to tax fraternal 
societies’ premium income, and also 
possible to impose license restrictions on 
their field representatives. 


Many Legislatures to Meet 


Only nine states will not hold ses- 
sions—Kentucky, Louisiana, Massachu- 
setts, Missouri, New Jersey, New York, 
Rhode Island, South Carolina and Vir- 
ginia. The Georgia legislature will con- 
yene July 12, and the Florida assembly 
April 6. 

The special tax committee of the 
N. F. C, which was formed to offset 
the efforts in some states to tax fra- 
ternals, undoubtedly will hold an execu- 
tive session at Chicago to organize for 
the fight this year. 

There will be meetings of the Presi- 
dents, Secretaries, Press, Actuarial Med- 
ical and Field Men’s Sections, and also 
the Fraternal Law Association. 





Embezzlement Charged 


WINFIELD, KAN., Sept. 10.—M. B. 
Light, former president of the Winfield 
State Bank, who is charged with em- 
bezzling $35,800 in securities from the 
Kansas grand lodge of the Degree of 
Honor, has been ordered held to trial 
by Justice Hott. Counsel for defense 
says that no criminal offense has been 
shown. The lodge refused to accept cer- 
tain bonds which it held Light had no 
authority to buy. 


Agencies Show Sales Gains 


Cc. R. Eckert, Northwestern Mutual 
Life, Detroit—In the first 8 months 
$5,843,195 of new business was paid for, 
an increase of 31.76 percent. 

H, L. Wofford, manager Prudential, 90 
John street, New York City—This agency 
has paid for $543,013 in August, which is 
170 percént increase over August a year 
ago. 
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Supervision Needed 


Coordination Stressed by President R. L. 
Holloway of Gleaner Life at Fra- 
ternal Congress Meeting 


Better 








The influence of the movement to- 
ward centralization in both industry and 
government in the past 15 years must 
be met by fraternal societies through a 
carefully supervised and conservative 
centralization of lodges and by highly 
organized and concentrated supervision, 
declared R. L. Holloway, president 
Gleaner Life of Detroit, before the presi- 
dents’ section of the National Fraternal 
Congress in New York City. 

He said that the changes of the past 
few years have caused many lodges, par- 
ticularly small units, to become seri- 
ously disintegrated in the interest mem- 
bers are showing in social and benevo- 
lent work and in regard to real business 
management. An effective financial plan, 
he said, is the first necessary element 
in a successful lodge organization. 
Where there are smaller units located 
in an environment making it almost im- 
possible to effect substantial improve- 
ment, the business functions of such 
units should be transferred elsewhere 
and the defect remedied, or they should 
be combined with other units. 


Survey Is Necessary 


To rebuild its organization, each so- 
ciety should first make a complete sur- 
vey of all its local units and closer co- 
ordination should be effected between 
the home office and member lodges. Lo- 
cal officers should be carefully trained 
in their respective duties. A proper sys- 
tem of accounting should first be in- 
stalled, then interesting programs should 
be prepared and committees appointed 
to further social and benevolent work. 
A regional or district association should 
also be established, in which local units 
should have membership, to make for a 
more closely knit organization. A yearly 
schedule of meetings for all groups 
should be prepared annually in advance 
and records should be kept of the work 
accomplished by local units. Officers of 
the society can further the work of local 
officers by suggestions and encourage- 
ment through personal correspondence. 

He emphasized the importance of the 
juvenile department, which, he said, 
opens a promising potential field in the 
progress of fraternals. He said that such 
a department should include a_ well 
planned and skillfully conducted educa- 
tional system, with well organized 
courses carried on by experienced teach- 
ers. The juvenile department opens a 
way for invaluable service to the rising 
generation as to their future success in 
business, social standing and loyal citi- 
zenship. 





Investment Counsel Favored 





Retained on Consulting Basis, Such Ad- 
visers Furnish Practical Solution 
in Many Cases 





Retaining of an investment counsel by 
fraternal societies is coming to be looked 
upon with more and more favor as the 
fraternals become larger and their assets 
increase more than proportionately be- 
cause of the increase in the adequacy 
of reserves. A fraternal society is up 
against two practical difficulties in the 
handling of its investment problem. One 
is to get a finance committee sufficiently 
representative of the society’s geograph- 
ical distribution. Yet a committee with 
widely distributed members could not 
act with the promptness investment de- 
cisions demand, and consequently the 
tendency is to have a committee made 
up of, or at least dominated by, mem- 
bers in and around the home office city. 

With the power so_ concentrated, 
finance committees are often subject to 
local pressure to invest which it is 





sometimes embarrassing to resist too 
strongly. The other practical difficulty 
is that if a top-notch investment man 
were to be hired he would probably have 
to be paid a salary considerably in ex- 
cess of that received by the society’s 
president. 


Helps Resist Pressure 

The independent investment counsel, 
retained on a consulting basis, appears 
to offer a soluton to both of these diffi- 
culties. The investment counsel firm 
stands as the arbiter of what shall be 
bought or sold in the way of securities. 
It does not sell or buy, nor does it tell 
where purchases of securities shall be 
made. The policy of following the ad- 
vice of such counsel furnishes an effec- 
tive answer to local pressure, political 
or otherwise, to invest in a class of 
securities which the officers of the fra- 
ternals would rather pass up. 

The investment counsel plan also en- 
ables the fraternal society to command 
the same type of ability that it would 
get in a $15,000 a year investment officer 
but without the need of paying a salary 
in excess of any other officer of the 
organization. 


Same with Smaller Life Companies 


The same situation that applies to the 
fraternals also applies to many smaller 
life companies. They also could profit- 
ably use the services of an impartial in- 
vestment counsel. 

In the past the custom has been for 
a typical fraternal finance committee to 
be composed of a couple of bankers and 
a like number of lawyers and of officers 
of the society. The tendency was to 
take the bankers’ advice on financial 
matters, but as the societies grew in size 
of their portfolios a banker might find 
himself guiding the financial destiny of 
a society some 50 times as large as his 
bank. The society’s financial problems 
might be quite different from the bank- 
ing field in which he was an expert. 

The need of the right kind of invest- 
ment counsel has of course been greatly. 





emphasized by the increasing difficulty 
of earning an adequate yet safe return 
on invested assets. In the past it has 
been easy enough to earn a return of 4% 
percent, whereas now it is difficult to net 
3% percent. Many of the fraternals are 
set up on a 4 percent reserve basis and 
it is difficult if not impossible to find 
many investments that will yield a 4 
percent return. Low as the present in- 
terest level is, there is no telling how 
much farther federal government financ- 
ing may force the prevailing rate on safe 
securities. 

Quite a few of the fraternals have gone 
to a 3% percent reserve basis and some 
to 3 percent, and they are beginning to 
rival the life companies in their extreme 
conservatism on investments. 





Convention Examination On 





Nine State Insurance Departments 
Start Probe of the Modern Wood- 
men at Rock Island 





ROCK ISLAND, ILL., Sept. 10.— 
Representatives of nine insurance de- 
partments today began an audit of the 
Modern Woodmen of America books 
and records at the request of society of- 
ficials, although such an examination is 
not scheduled until February, 1937. Such 
an audit, officials believe, will clear up 
many alleged inaccuracies in the report 
sponsored by the Missouri department 
in what officials of the society charge is 
an attempt to oust fraternals from Mis- 
souri. 

The report in Missouri was used as 
the basis for the suit brought against 
the Modern Woodmen at Springfield 
recently. The Missouri report is not 
acceptable to the Illinois department, 
Ernest Palmer, director, said. The so- 
ciety is entirely solvent, Mr. Palmer 
holds. 


M. H. Cook, district superintendent of 
the Imperial Life, Forest City, N. C., was 
married to Ethel Loretta Gragg. 








LUTHERAN MUTUAL AID SOCIETY 


WAVERLY, IOWA 


Legal Reserve 


| 


Life Insurance 


on the 


American Experience 3% Basis 














A Leader = Not A Follower 


Vv 


Field. Representatives Are Human. They Like to Know They 
Are Associared with a Company That Is Up-to-Date. 


On January 1, 1936, we issued a Complete NEW LINE OF 
POLICIES. American Experience Table of Mortality—3% 
Interest Basis— (Now Used by Leading Insurance Companies) . 


You will be Interested in Our Literature. 
Write 
Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 








——————————=—=—=—=—==—[==_=_—_—__— OOO" 





22 





THE NATIONAL UNDERWRITER 





September 11, 193¢ 











SALES RECORDS SET 





Kansas City Life——For the first five 
months the 39 agencies showed an im- 
proved renewal ratio on business issued 
last year. In May 286 agents renewed 
100 percent of their business. L. 
Madden agency, Wisconsin, with more 
than $1,000,000 exposed renewed 79.8 
percent; J. T. Allen agency, Colorado, 
with $2,250,000 exposed, had 71.6 per- 
cent, L. C. Mersfelder Oklahoma agency, 
with over $500,000 exposed, had 71.1 per- 
cent; Missouri agency, with $3,500,000, 
had 71 percent. 

The combination term-ordinary life-20 
pay life business coming up for its 
fourth premium when the rate increases, 
renewed 82.3 percent. Policies for 
higher amounts show better renewal 
experience. Analysis of all business for 
the first five months showed policies of 
$10,000 and over renewed 93.1 percent; 
$5,000 to $10,000, 77.6 percent and $1,000 
and less 67.1 percent. 


Southand Life—Showed an increase 
of 2.6 percent in number of applications 
and 18.8 percent in new business in Au- 
gust. 

Business Men’s Assurance—August 
showed a 5 percent increase in paid for 
business as compared with August, 1935, 
an increase of 8 percent for the year so 
far, and set up the 14th consecutive 
month the company has shown an in- 
crease over the comparable period the 
preceding year. One of the factors mak- 
ing for the record in August was the 
“Lucky Week” contest, which resulted 
in awarding of 107 prizes averaging $5 
apiece. 

Bankers Life of Iowa—August pre- 
miums up 31.4 percent over August, 
1935. Total new paid business $4,742,- 
300, gain $1,206,425. June and July pro- 
duction also well above corresponding 
months last year. 


Manhattan Life—New paid-for busi- 
ness for August was up 70 percent over 
July. The August paid-for was the 
largest for this month since 1930. 

H. Allen Nye, Equitable Life of New 
York, Denver—Every month since Jan- 
uary has found production in volume and 
premiums from 10 to 30 percent in- 





Now a Popular Speaker 
at Insurance Meetings 














A. R. JAQUA, Cincinnati, 0. 


A. R. Jaqua of Cincinnati, associate 
editor of the “Diamond Life Bulletins,” 
published by THE NATIONAL UNDER- 
WRITER, is appearing at many insurance 
meetings talking on life insurance. Mr. 
Jaqua is a forceful, dynamic speaker, 
who gets his message over in a con- 
vincing way.. Recently he spoke before 
the annual agency convention of the 
Columbus Mutual Life. 








creased over the corresponding month 
of last year. Mr. Nye attributes this to 
two factors, the undoubted business im- 
provement all along tthe line and next 
to the agency insisting on_ securing, 
training and supervising a better qual- 
ity of agents, At the recent educational 
conference a great part of the program 
was handled by the younger members 
of the agency whose production and 
earnestness were extremely heartening. 
F. R. Amthor, supervisor of agents train- 
ing at the head office, New York, and 
W. H. Glines, superintendent of agencies 
at San Francisco, were present. 

W. C, Peck, Chicago Reliance Life.— 
An increase of 177 percent submittea 
business and an increase of 32 percent 
in paid for business over August, 1933, 
is shown. The Illinois department has 
just finished celebrating “Braun Month” 
in honor of A. E. Braun, president of 
the company, with the largest August 
production in the history of the depart- 
ment. Announcement is made of an 
interdepartmental contest between the 
Virginia department and the Illinvis de- 
partment during September and Qctober. 

Cc. H. Momm led the Fred M. McMillan 
agency of the Penn Mutual Life at Los 
Angeles in first place for August with 
total paid business amounting to $100,000. 
He also advanced to first place in leader- 
ship for the year to Sept. 1. Ronald K. 
Davis was second high man for August, 
almost doubling his quota. During 
August the agency engaged in a special 
campaign in honor of Vice-president 
John A. Stevenson and the drive resulted 
in increase of 85 percent in paid-for new 
business and 70 percent increase in paid 
lives for the month. In celebration of 
the increase the members of the agency 
and their wives enjoyed an outing at 
Manhattan Beach. 

Russell L. Hoghe, Equitable Life of Ia., 
Los Angeles.—Agency was fifth in stand- 
ing among agencies of the company in 
volume of paid-for new business for 
August, and for the year to date it quali- 
fied for eighth place. The agency shows 
a gain of 20 percent in total amount of 
new paid business for the year to date, 
in comparison with this period of 1935. 


Program Is Announced for 
Advertising Men’s Meeting 





(CONTINUED FROM PAGE 9) 


“Women’s Reaction to Life Insurance 
Buying,” J. A. Peirce, John Hancock Mu- 
tual Life. 

“Selling Methods,” Harold Taylor, gen- 
eral agent Mutual Life of New York. 

“Color Advertising,” C. Thieman, New 
York Life. 

“National Magaine Advertising,” Ar- 
thur H. Reddall, Equitable Life of New 
York. 

“Agency Compensation, Rates, Media, 
ete.,” Arthur A, Fisk, Prudential. 

“Frontier Safety Work,” R. G. Richards, 
Atlantic Life. 

“Insurance Paper Costs,” 
Vincent Paul, vice-president, 
tional Underwriter. 

“Planning 1937 Magazine Advertising 
Schedules,” Frank E. Hammer, Frank 
Presbrey Company. 

“Health Advertising,” Stuart Benedict, 
Metropolitan Life. 

The 1937 Life Insurance Week will 
also be discussed. 


Mrs. Nora 
The Na- 





Additional Entertainment 
Plans for Boston Meeting 





(CONTINUED FROM PAGE 1) 


Commonwealth Country Club has been 
secured for that afternoon. This is lo- 
cated in Newton Hill. W. S. Cobb, Jr., 
a Boston life insurance agent and an ex- 
cellent golfer, will have charge of the 
tournament. Transportation will be pro- 
vided from the headquarters to the 
course and return. 

The committee will also assist in the 
execution of any unofficial entertainment 
plans. Harold P. Cooley is chairman of 
the entertainment committee. 


Julian Hits Tax Proposal 


Reports that a bill would be intro- 
duced in the Alabama legislature to tax 





the cash surrender value of life insur- 
ance companies, in the belief it would 
add $2,000,000 to the state’s revenue, 
has brought forth the following state- 
ment from Superintendent Julian: 
“May I be permitted to point out that 
these so-called cash surrender values are 
taxed every year; cash surrender values 
are nothing more than the reserve 
against the policy. The reserve is a 
part of the premium paid. Alabama im- 
poses a tax on premiums; likewise every 
municipality does the same thing, so it 
may be said that premiums are taxed 
fully 5 percent in the state, which means 
that cash surrender values are taxed.” 


Drought Slows Farm Sales; 
Higher Crop Prices Help 





NEW YORK, Sept. 10.—The sale of 
foreclosed farms by life companies has 
been somewhat slowed up by the 
drought, but the extremely dry weather 
is not causing farm mortgage officials 
any particular concern. The lowered 
yields on farms in the drought area are 
somewhat offset by higher prices ob- 
tained for crops raised in other sections 
but the drought has been sufficiently 
severe in the places where life companies 
have concentrated their farm loans so 
that the increased price level fails to 
compensate entirely for the losses caused 
by the drought. 

While it is true that for the country 
as a whole agricultural income has been 
helped by scarcity about as much as it 
has been harmed by the drought, the 
benefits are largely in the sections where 
life companies have not much in the 
way of investments, either in mortgages 
or foreclosed real estate. 


Companies Protect Selves 


Life companies in getting rid of their 
poorer grade farms have protected them- 
selves, and incidentally the buyers, by 
making it a part of the mortgage or con- 
tract of sale that the company has con- 
trol over what crops shall be raised as 
long as it has a stake in the farm. Many 
farms are suitable only for pasture. 
Until the world war brought on a food 
scarcity, these lands were used solely 
for pasturage. Their fertility for crops 
is slight and cultivating them is eco- 
nomically ruinous to the farmer. If the 
life companies selling such a farm were 
to permit this unsound type of farming, 
the land would soon be back in their 
hands in as bad shape as when it was 
first acquired. 


FHA Loans Still Held to Be 


Choice Form of Investment 





Mortgage loans bearing FHA guar- 
antee continue as a choice form of in- 
vestment for life companies. Inasmuch 
as an interest rate of 4% or 5 percent 
can be obtained on these loans and 
there is a government guarantee of the 
principal and interest of 3 percent, the 
investment departments are digesting 
such loans with relish. Although the 
FHA will guarantee loans up to 80 per- 
cent of the appraised value, which is a 
very high ratio from the life company 
standpoint, yet the fact that the princi- 
pal of the loan is reduced by monthly 
payments makes the 80 percent figure 
less dangerous. A good many of the 
companies are selective in making these 
loans because they don’t want to have 
the expense and work attendant upon 
foreclosure and they do not want the 
interest to drop to 3 percent. Accord- 
ingly, when they get submissions of 
loans from correspondents the life com- 
pany makes its own inspections, some 
times even by members of the real es- 
tate committee. Some of the companies 
eschew the larger loans and confine 
themselves to the small ones on the the- 
ory that less expensive properties will 
be more easily disposed of in the even’ 
they should fall back on the company’s 
hands. The companies are more will- 
ing to purchase loans of 80 percent of 
the appraised value on new construc- 








Twisting Now Temporarily 
Much Less Prevalent Eyj 





INVESTMENT STATUS wWRong 





Return of Boom Times and Speculation 
Expected to Revive Efforts 
of Chiselers 





Twisting appears to have been very 
largely eliminated in the last year, a¢. 
cording to observations from general 
agents, managers and leading agents jy 
many sections of the country. 

It appears, if this is a fact, two main 
reasons may be ascribed. One is the 
difficulty in making anything more than 
nominal profit on investments, and the 
other, that perhaps most of the easily 
swayed policyholders already have been 
twisted to other companies and _ those 
with substantial values in their policies 
that remain are persons with deep con- 
victions about the desirability of life 
insurance as an investment as well as 
purely for protection. 


Twisters’ Argument Exploded 


The twister’s principal argument, of 
course, is that the policyholder can 
show better return in an individual jn- 
vestment fund than through the medium 
of life insurance. Temporarily, at least, 
this is a very unconvincing argument, 
especially for a person who lost money 
in the market in 1929. If inflation comes 
as stocks soar, other policyholders may 
want to liquidate their cash values in 
order to speculate in the market, but 
there will be many who, remembering 
the past, will prefer to leave their money 
in their life insurance. 

It is also probably true that the S. E. 
C. will sharply limit speculation so the 
outlook is for no large boom in securi- 
ties as in the past. 


Is Expected to Return 


In the opinion of actuaries and leading 
life insurance men, twisting will never be 
entirely eliminated, and will return with 
greater prevalence when conditions are 
ripe. The tendency for the life insurance 
interest assumption to decrease with 
lower net yield on investments, it is felt, 
is a movement toward strengthening 
twisters’ arguments, as it lessens the 
disparity between the life insurance guar- 
anty and the yield which the individual 
competent investor can secure elsewhere. 

In Illinois, which has in the new 
agents’ and brokers’ qualification law 
what is presumed to be a strong weapon 
against twisters and rebaters, it is felt 
by many leaders that the chief reasons 
for decline in twisting are economic. 
There are always ways to get around 
laws. Twisters can operate through 
dummies to secure licenses and_ cat 
change these as often as required. Even 
though life offices have come generally 
to work in close harmony against un- 
ethical practices, it is still possible to 
find general agents and managers who, 
to swell their volume, will accept twisted 
busines if they think they can get away 
with it. 

An agency which represents a com- 
pany issuing several contracts _ well 
suited to twisters’ needs, reports it has 
not received a proposal from a recog- 
nized twister in a year. Many other 
offices report finding evidences of at- 
tempted twisting only very infrequently. 








tion than they are on old properties 
where the loan is desired for refinanc- 
ing. 

There have been very few defaults 
in connection with FHA guaranteed 
loans and the life companies say that 
the FHA administration is very eff- 
cient. 





Strong’s “Psychology of Selling Life 
Insurance” is a marvelous book on the 
technical processes in buying and sellin 
appeals and reactions of the prospec 
Price, $4. Order from The Nationa 
Underwriter. 
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SALES IDEAS AND SUGGESTIONS 











Additional Insurance Can Be 
Sold by Alert Agen 


By THOMAS E. BERRY 
Hillsboro, O. 





I have found that in most cases it 
pays to order an additional policy, writ- 
ten on the same plan as the original 
one applied for. These policies are not 
hard to deliver if you have done your 
ork well. 

“Eet week I ordered a policy for a 
teacher for $1,000, after trying very 
hard to sell her a $5,000 policy. She ad- 
mitted, when I took her application, 
that she would like to have the $5,000 
policy, and, in time, she might own that 
much insurance. “You ought,” I said, 
“for your parents have spent almost 
that much educating you, and if you 
were to die they would lose their girl 
and the cost of your education.” 

She agreed with me but I was unable 
to order more than the thousand dollar 
policy. I wrote the company, though, 
and requested that they send me an ad- 
ditional policy, written on the same plan 
as the one applied for. 

The two policies came at an oppor- 
tune time to see her and I had no trou- 
ble to deliver the one applied for. When 
she signed the receipt, I said: “You 
know I have been thinking a lot about 
this insurance. You really intended to 
leave a life insurance estate of $1,000 
for your people, didn’t you-” 


Sickness Will Decrease 
Amount of Insurance Left 


She admitted that she did, and then 
I pointed out that in case she was sick 
very long she wouldn’t leave them any- 
thing. ‘Here is what I mean. Did you 
ever see a claim check?” Then I showed 
her a photostatic copy of a check for 
$1,000 that was paid to the parents of 
a very dear girl, who died after an ill- 
ness of several months. 

“I shall never forget the broken heart- 
ed mother and father when I delivered 
this check. ‘You see, Mary was sick 
so long that it will take most of that 
to pay the bills,’ the mother said, “but of 
course we are very glad to get it. It 
will be of great help to us at this time.’ ” 

I took out the additional policy and 
handed it to her. “You take this addi- 
tional insurance and through the years 
you will thank me for getting it for 
you,” I said. 

She took the policy and looked at it 
for a while and then said, “You're right. 
I ought to have it, but I won’t take it 
until I talk to my father. I am of age 
but I always ask his advice.” 

“May I explain this to your father, 
as I have to you?” I asked. 

“Yes, I would be very glad to have 
you do it,” she said. 


Sells Father on Need 
For Additional Amount 


I drove at once to her father’s home 
and after giving him a short talk, sim- 
ilar to that I gave the daughter, he 
said: “I expect she ought to have the 
whole $5,000, but if she wants this ex- 
tra policy, let her have it.” I let her 
have it and took the settlement at once. 

I have explained this transaction in 
Some detail so that other agents can 
have a definite idea of how we place 
additional policies, and we place a lot 
of them. Note that I went to see the 
girl’s father. Never trust a prospect to 
sell something for you. They don’t know 
enough about it. You are the salesman, 
and selling policies for some definite 
purpose is your job. 

Getting someone else to sell the ad- 
ditional policy for you won’t work any 





better than courting by proxy, like the 
method of Miles Standish. 

I think the big thing to do in placing 
these additional policies is to sell them 
on the first and second interview. Sell 
more insurance than you deliver. Sow 
the seed for a life insurance estate that 
will help the prospect to do many things 
that he most wants to do, and then 
when you come in with the policy and 
an additional one, the temptation to 
take it is so great that in most cases 
he'll yield and later he’ll thank you for 
this service. 

That is the experience I had with an- 
other teacher who only ordered a pol- 
icy for $1,000. “You really intended to 
leave a life insurance estate of $2,500 
for your mother and the same amount 
for your father,” I said when I took out 
the policy for $1,000. 

“Well, yes. I did,” she replied. “How 
did you know?” 


Life Agent Should 
Sense a Situation 


“T just had the feeling that this was 
your intention, but you hesitated to 
take out the policy, for fear you couldn't 
keep it up. Isn’t that right?” 

“Yes,” she said. “You are almost a 
mind reader.” 

Let me digress long enough here to 
point out that an alert agent, who is 
really well sold on the great service of 
life insurance, develops the ability to 
sense a situation. 

I had probably heard this teacher say 
that sometime she would take out $5,000 
insurance, and I had either forgotten it 
or was unable to recall it. Well, all I 
had to do was to go over the $4,000 ad- 
ditional insurance, after I delivered the 
$1,000 policy, and the sale was made. 

I anticipated the only objection that 
came up. “You know, if I were taking 





out $5,000 insurance I’d want it in one 
policy,” she said. 

“I thought you might like it better 
that way. I would, I am sure, and I 
think my sister would. You see I am 
taking the same attitude toward you 
that I took toward my own sister when 
I ordered her insurance. I am very 
conscientious in my work and I am 
trying to handle your insurance as care- 
fully and as well as if you were my own 
sister.” 

I could see that this pleased her and 
it pleased her husband, who was listen- 
ing to the interview. “Just order the 
$5,000 and I’ll take it,” she said. “All 
right. Here it is,” I replied, and I pro- 
duced another additional policy for 
$5,000, on the same plan as the original 
$1,000 policy. 

This surprised and pleased them. 
Then I gave them another agreeable 
surprise. 

“Here is a present for you and one 
that you'll need and you'll like as well 
as you do the $5,000 endowment.” I 
handed the wife a neat, clean box and 
when she opened it she found a leather 
policy wallet. ‘“That’s real cow hide 
and it has a real lock on it and a key 
for it,’ I explained. “Oh, thank you! 
Isn’t that nice? It is just what we need 
for a lot of papers,” the wife said. 


Agent Should Leave 
Promptly After Sale 


My work was done, so I thanked 
them and left promptly. This is very 
important. When you have made the 
sale get your hat and go home. Just 
lingering about does no good and it 
may result in an anti-climax, which is 
undesirable. 

It has been five years since I wrote 
this policy, and it is on the books today 
and in good standing. That policy was 
sold for a definite purpose—for an es- 
tate for a father and a mother and a 
savings plan for this teacher, when she 
is ready to retire. 

I have never had to service this pol- 
icy in any way, but I make it my busi- 
ness to call in the home about twice a 
year, for a friendly visit. On one of 
these visits the husband’s mother told 





Endowments for Education Good Plan 





KANSAS CITY, Sept. 10—Agents 
here are finding the sale of educational 
insurance, particularly 10 year endow- 
ments on the life of the parent, a grow- 
ing field of opportunity. 

The depression brought home to par- 
ents the realization that it is unsafe to 
depend on family income being sufficient 
to take care of a college education for 
children, This, and the record of the 
number of high school students who 
actually go on through college, 56 out 
of 273, makes sales resistance slight; 
and the figure itself reveals the possi- 
bilities of development in the sale of 
this type of protection. 


Manager Meacham’s Views 


“Parents know that it is easier to pay 
out a little each year over a ten-year 
period and guarantee a college educa- 
tion than to pay $1,000 or more per year 
at the time,” points out S. A. Meacham, 
division manager Federal Life, whose 
sales of this form of coverage have in- 
creased considerably in the last year or 
two. Waiting until the time comes to 
send the boy or girl to college is largely 
responsible for so many children being 
deprived of a higher education. 

The bulk of coverage, Mr. Meacham 
points out, is sold on the life of the 
parent for the child. This increases the 
amount of life insurance on the parent, 
and in emergency the policy can be used 
for other purposes, although in selling 
parents this factor is minimized. 

Mr. Meacham some time ago ad- 





dressed a Kansas City parent-teachers 
group on this subject, not mentioning 
any life company and confining his ad- 
dress to the type of insurance and its 
advantages. In a large city this is an 
exceptional opportunity, he said, but 
even in smaller cities and towns it 
ought not to be difficult for agents to 
study this subject thoroughly, make it 
interesting and impersonal, and get the 
opportunity to present the subject to 
such groups. 

The sale of educational policies forms 
an excellent entrée for agents, Harry 


| C. Booker, educational director and as- 


sistant to the manager A. M. Embry 
agency, Equitable of New York, also 
commented. Sale of educational insur- 
ance is increasing due to the appeal to 
the man’s interest in his children. Ex- 
perience of Equitable agents shows that 
it is a good way of making new clients, 
and especially prospects who have con- 
siderable insurance in force. 


Booker Discusses Method 


If a family plans to pay $2,000 to 
$4,000 to give a child a college educa- 
tion, Mr. Booker said, it should be pos- 
sible to buy the endowment form guar- 
anteeing that objective. 

Occasionally, Mr. Booker said, agents 
write the educational endowment for the 
child on the life of the wife, who likes 
the idea, largely on sentimental grounds. 
It is an especially good idea if the 
other parent owns a good deal of in- 
surance. 














GALES IDEA 


OF THE WEEK 





NEED FOR SETTLEMENT OPTIONS 


The policyholder’s need for settlement 
option elections on his life insurance 
was told by John S. Green, assistant 
branch manager at Portland, Ore., for 
the Occidental Life of California, at the 
first meeting of the company’s Los Con- 
quistadores Club, held at Lake Tahoe, 
Cal. 
After trying every known way to get 
his policyholder to put his insurance on 
an income basis, Mr. Green finally called 
at the home one night and sat down to 
talk the matter over with both wife and 
the insured. Turning to the policyholder, 
he asked him to imagine for a few mo- 
ments that he had died and was watch- 
ing from heaven, where he could see and 
hear everything but could not say a 
word, while Mr. Green pretended to de- 
liver a check to his wife and consulted 
with her on how it was to be used. 


Asks Purpose of Policy 


After discussing with the “widow” the 
purpose for which her husband had 
bought the insurance and the ways that 
she might utilize contractual provisions 
and turn the money into a life income, 
Mr. Green asked her how she intended 
to use it. 

“Well, I think I'll have my brother, 
John, handle the money for me,” she 
said, after thinking a moment. 

“The hell you will,’ her husband 
blurted out, forgetting that he was sup- 
posed to listen only and not talk. “You'll 
take the life income from the life insur- 
ance company, and we'll sign the papers 
for it right now!” 








me she was interested in a policy for 
“a couple of thousand dollars,’ as she 
expressed it, but she had a serious ill- 
ness before I got the case closed and 
has never regained her health. 

This well illustrates the uncertainty 
of health. We think of it as something 
that we will always have but one can 
cross the line that separates the insur- 
able from the uninsurable, and he can 
cross it over night. Tell this to the 
next prospect who wants to put you off 
for awhile. 

Don’t just tell him but give him an 
illustration from your own community. 
Your country paper will have many il- 
lustrations of this almost every week. 


Give an Illustration 
of Own Experience 


It is best, however, to give an illus- 
tration from your own experience, as a 
life agent, or the experience of one of 
your agents. My agents bring me many 
such stories that are of great value to 
me in closing a case, but I have been in 
business for almost 11 years, so I don’t 
lack for illustrations from my own ex- 
periences. 

A woman who was interested in a 
$5,000 endowment made an appoint- 
ment to see me at 1 o’clock on Monday, 
but a car turned over on her on Sunday 
and killed her. I am satisfied that she 
really intended to take out $5,000 insur- 
ance and make it payable as an income 
for her widowed mother, but she didn’t 
live to do it. I used this experience in 
closing a policy late in January of this 
year. 

I will just add that I make it a prac- 
tice to get calendars to all my policy- 
holders. I like those with pictures 
showing the value of life insurance, 
above the calendar for each’'month. I 
will just say here that they are of great 
value and one of your best investments, 
if you live in the community where you 
are building up a clientele. 
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Fraternals Spent $3,230 in 


Primaries in Missouri 
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$50; Independent Order of Foresters, $25; 
Supreme Forest Woodmen Circle, $525; 
Security Benefit Association, $525; Na- 
tional Union Assurance Society, $125; 
Women’s Catholic Order of Foresters, 
$75; Royal Neighbors, $25; Grand Cir- 
cle of Missouri Protected Home Circle, 
$25; Royal League, $225; Protected 
Home Circle, $200; Degree of Honor 
Protective Association, $25; Catholic 
Order of Foresters, $75; Standard Life 
Association, $500; German Benefit 
Union, Pittsburgh, $25; Grand Lodge & 
A.O.U.W. Fargo, $25; Slovene National 
Benefit Society, Chicago, $25, and Yeo- 
man Mutual Life, $500. 


—_— 


POLITICS IS 


George Hatzenbuhler, Republican can- 
didate for lieutenant governor in IIli- 
nois and chairman of the board of the 
Modern Woodmen, in his campaign 
speeches has been charging that T. J. 
Pendergast, Kansas City Democratic 
political boss, is the instigator of the at- 
tack on the Modern Woodmen. He as- 
serted that Pendergast is behind the 
move that was made by three Missouri 
policyholders of Modern Woodmen who 
brought a bill for a receivership and an 
accounting against the society and its 
officers in federal court at Springfield, 
Ill. He declared that this was a polit- 
ical move and it would not interfere in 
the least with his campaign. 

In his campaign speeches, Mr. Hat- 
zenbuhler has been reviewing the row 
between Insurance Superintendent 
O'Malley of Missouri and the fratern- 
als. He has been stating that Pender- 
gast and O’Malley sponsored an insur- 
ance code under which there would be 
a 2 percent premium tax on the fra- 
ternals. Modern Woodmen, he declared, 
was the leader in the fight that resulted 
in the defeat of the measure. 

“Then,’ Mr. Hatzenbuhler charged, 
“the Missouri commissioner announced 
that he was going to run all of the fra- 
ternal organizations out of Missouri. He 
spent five months examining the books 
of the organization, the expense of 
which was borne by the Modern Wood- 
men. 

“At the close of the examination the 
commissioner gave us notice to appear 
at a hearing to determine whether we 
would be allowed to do business in Mis- 
souri any longer. Inasmuch as he had 
made public statements before the hear- 
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ing announcing his intention of putting 
us out of business in Missouri, the offi- 
cers of the society refused to attend the 
hearing.” 

Mr. Hatzenbuhler recalled that the 
Missouri license of Modern Woodmen 
was canceled July 26. Subsequently In- 
surance Director Palmer of Illinois 
issued a call for examination of Modern 
Woodmen, which started Tuesday. Mr. 
Hatzenbuhler mentioned that Mr. Pal- 
mer disagreed with Mr. O’Malley on 
several of his conclusions. 


New Novel is Written by 
H. P. Gravengaard, Toledo 


(CONTINUED FROM PAGE 3) 


Danish Evangelical Lutheran Church. 
H. P. Gravengaard is a graduate of the 
University of Nebraska and took special 
work at Grandview College in Des 
Moines, where he received his degree in 
theology. He spent two years at Har- 
vard, one in the law school and one in 
the graduate school. He was general 
secretary of the Y. M. C. A. at Wes- 
leyan University, Middletown, Conn., for 
a year. He became associated with the 
home office of the Aetna Life, Jan. 1, 
1924, and was sent to Syracuse as an 
agent. Then he went to Boston and 
was recalled to the home office, writing 
a history of the Aetna Life and also its 
correspondence course, 


Established Field Training School 


He established a field training school, 
which he conducted in Aetna Life agen- 
cies in a number of cities. He is a grad- 
uate of the New York University School 
of Life Insurance and took the field 
school course of the Equitable Life of 
New York and the managers school of 
the Life Insurance Sales Research Bu- 
reau. He became general agent of the 
Aetna Life at Columbus, O., Oct. 1, 
1926. He was president of the life under- 
writers’ association there. He has been 
vice-president and president of the To- 
ledo association and is now a trustee of 
the Toledo Life Managers Association. 
He speaks, reads and writes Danish as 
readily as English. 


Tarbell Important Witness 
in Armstrong Investigation 
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in his power. There are very many 
reasons why it brings out the best there 
is 1 a man on a commission basis, while 
salary basis is not so likely to. Take it 
in mining; they pay by ton, amount of 
ore broken, or by foot driven in a drift 
or by sinking of a shaft. Generally 
speaking, working people can be em- 
ployed on that basis; it is believed to be 
a better way of employing the people.” 


Complete Publicity 


Mr. Tarbell advocated as a matter of 
reform, complete publicity regarding the 
operations of life companies. He said a 
gain and loss exhibit should be required, 
or a statement showing the percentage 
of loading extended. The names of all 
principal executive officers with their 
salaries, or other compensation, if any, 
should be given. All accounts should 
be properly kept and set upon the rec- 
ord of the company. All expenditures 
should be charged to appropriate ac- 
count. Only advertising should be 
charged to advertising account, legal ex- 
penses charged to account for legal ex- 
penses, with full information, inciuding 
names of all parties receiving payment. 
The profit and loss account should con- 
tain detailed information as to all profits 
and losses. Any fictitious sales or loans 
should be made a misdemeanor. No 
officer should accept an office in any 
other corporation carrying with it any 
compensation. No company should be 
permitted to own a controlling interest 
in any bank, trust company or any 
other corporation. The holdings of such 
institutions should be limited to not ex- 
ceeding 20 percent of the capital stock. 
No company should be permitted to pay 
a first year commission of more than 





50 percent. There should be a law re- 
quiring the insurance superintendent 
thoroughly to audit the books of all 
companies at least once a year. There 
should be a law prohibiting the giving 
of funds for political purposes. 


Stick to Insurance 


“In other words, I think life insur- 
ance companies should be conducted as 
life insurance companies and they should 
let the management of other kinds of 
business go to other people, and thty 
should not be responsible for the man- 
agement of any other institution; that 
they should be in a position where they 
can place their money where they can 
get the best interest for it, whether it 
be on deposit in a trust company or de- 
posit in a bank or anything else. There 
has been, to my mind, altogether too 
much attention given in these later years 
to the financial end of life insurance and 
too little attention given to the insur- 
ance end of life insurance, and that is 
where, in my mind, a great deal of trou- 
ble has come from. I believe the insur- 
ance part of most of the life insurance 
companies has been on the whole very 
well managed; I believe a great part of 
the extravagance is outside of that part 
of the business. It has been necessary 
to increase somewhat the compensation 
to agents. I do not believe that of the 
thousands of men who have got engaged 
in this business that the average gets an 
average compensation of $2,000 per an- 
num. They have to be very intelligent 
men, otherwise they cannot do this.” 


Limit to Writings 


The members of the committee ex- 
pressed some interest whether there was 
not waste in forcing a large production 
and they asked Mr. Tarbell what his 
attitude would be towards limiting by 
law the amount of insurance a company 
might write. 

“IT do not think it is a good policy,” 
he answered, “because it is placing a 
limit on thrift. The companies are up 
to a point at the present time, where it 
would be very difticult for them for a 
number of years to increase their out- 
standing insurance. I think I told Mr. 
Hughes, he asked me how much it would 
take for the Equitable to keep our in- 
surance up to $1,500,000,000, and I think 
I said $125,000,000 to $150,000,000. I 
think it would take even more than that, 
certainly for a time, perhaps, and with 
the other companies which have an 
equal amount, it would take an equal 
amount, but then I betieve a provision 
of that kind would be gotten around in 
some way. Another company would be 
formed, in connection with which would 
be some of the officers of the company 
which had reached the limit, and they 
would use their agency force and heip 
the other company. It would be unfair 
to a company that had built an agency 
organization. I have always felt that it 
costs about $1,000 to make and train a 
good life insurance agent, and have him 
fitted for this business. A company with 
5,000 or 10,000 agents has a great asset 
in their agents, and you can see it would 
be with great difficulty to take and draw 
an exact line, and say you can do so 
much and then you have to stop. What 
would they do with their agents? It 1s 
a proposition that has many objections.” 


New York Life Agency Club 
1936 Officials Announced 
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formation about the vice-presidents of 
the departments in the Top Club. Mr. 
Sims, for example, is a great believer 
in time control and rigidly follows a 
carefully planned schedule of calls. Dur- 
ing one nine-year period, Mr. McGurn 
wrote more than $1,000,000 of business 
each year. Mr. Vipond has been associ- 
ated with the company at Montreal 
since August, 1897. Mr. Hughes was 
formerly a clerk in the Kansas City 
office. 

“Selective and regular prospecting, 
with systematic follow up, plus careful 
planning of interviews and preparation 
of sales talks form the backbone of Mr. 





Mara’s success,” 
Life. s 

Mr. Gibson instills confidence jn 
prospects because he makes it an js 
variable practice to put himself in 
place of other prospects that he } 
solicited. 

Mr. Carroll‘s Comment 


says the New y, 


Mr. Carroll says, “I avoid groyg 
carriers, keep a healthy body and ming 
preserve faith in the company andy 
self. I am convinced that resource 
ness during the interview is a large fag! 
tor in an agent’s success.” 

Mr. Calley made a reputation ag 
athlete and played professional basehalf 
and basketball. Mr. Ford has an @ 
ceptionally low lapse ratio. He follows 
a schedule of systematic effort ang 
firmly believes in intelligent adverts; 
Mr. Loftus covers an enormous tert. 
tory in Montana and his clients are scat! 
tered over 11 counties. 


Indianapolis Companies’ 
Merger Plan Progressing 
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The American Central has an estab. 
lished agency organization built up over 
a number of years. The United Mutual 
organization is younger but during the 
first six months of this year it showed 
a large increase of insurance in force 
and 124 percent gain in new _ business 
compared to a year ago. The invest. 
ment portfolio gives the following per. 
centages: 50 percent government bonds, 
8.3 percent mortgage loans, one-fourth 
of 1 percent industrial bonds, 4.69 per. 
cent railroad bonds, 6.71 public utilities, 
8.3 mortgage loans and 11.17 in real” 
estate. : 


State Department Approves 


The merger agreement has the full 
approval of the Indiana department, 
which was kept in touch with the nego- | 
tiations from the time they were started, 
The actual merger will probably not be 
completed until Dec. 31, 1936, and until 
about that date the United Mutual Life 
will continue to operate in its present 
home office, after which its offices will 
be moved to the commodious home office 
quarters of the American Central Life, 
Until the merger is consummated the 
two companies are continuing to operate | 
independently. 


C.L.U. NEWS 


CHAPIN ALONE IS SELECTED 


S. D. Chapin of the Mutual Life of 
New York in Portland was the only 
representative in the state selected to re- 
ceive the C. L. U. degree this year and 
was one of 16 successful candidates on 
the Pacific Coast. The past year he was 
secretary of the Portland Life Under- 
writers Association. Dr. David Mc- 
Cahan, dean of the American College of | 
Life Underwriters, was in Portland on 
C. L. U. activities and a luncheon in his 
honor was given. 











McCAHAN SPEAKS IN OKLAHOMA 


Dr. David McCahan of Philadelphia, | 
dean American College of Life Under: 
writers, was the guest speaker at a 
luncheon meeting of insurance, profes- 
sional and business men of Oklahoma 
City Sept. 10, under auspices of the C. 
L. U. chapter. He discussed the out- 
look of the C. L. U. institution and cur- 
rent financial problems. 


NOBLE HEADS OMAHA CHAPTER 


David Noble, Omaha special agent 
New England Mutual Life, has been 
elected president of the Omaha chapter 
Chartered Life Underwriters. He suc- 
ceeds Ernest Whitlock, general agent 
Massaschusetts Mutual Life. 

Edward J. Phelps, general agent Mu- 
tual Benefit Life, was chosen vice-presi- 
dent, and James E. Moss, special agent 
Aetna Life, secretary-treasurer. 





